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Gold Coast welcome awaits nation’ 


This Month: 


A.B.A. CONVENTION PREVIEW by Thomas L. Carry 
AN APPRAISAL OF BANK HOUSE ORGANS by Donald D. Martin 
IDEA ROUND-UP ON BANK OPERATIONS by The Editors 
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In any section of California you will find 

First WESTERN BANK to be a vital factor. First 
WESTERN Offices—108 strong—are located throughout 
the state, and this coverage, together with resources 

of more than a billion dollars, assures maximum 


service to individuals, business and industry. 


First Western Bank 


AND TRUST COMPANY 


Head Office: 405 Montgomery Street, San Francisco 
Southern California Headquarters: 556 South Spring Street, Los Angeles 


OFFICES THROUGHOUT CALIFORNIA Member Federal Deposit Insurance Corporation 
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Courtesy Car 

Smrs: The enclosed newspaper ad 
introduces another service offered by 
our bank—a drive-it-yourself courtesy 
vehicle. To our knowledge it is unique 
in commercial banking circles, and we 


... and in another way, The First National Bank is 


“AT YOUR SERVICE” » 
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are submitting it to you for whatever 
news value it may have. 

We carry adequate liability and colli- 
sion insurance on the vehicle and pro- 
vide it to all civic and charitable groups 
without charge. We merely ask them to 
return it with a full tank of gas. 

Public response has been very grati- 
fying. In three weeks time our courtesy 
car has traveled more than 2,000 miles 
on civic functions. 

D. A. BLANKE, Assistant to 

the President 
The First National Bank 
Wisconsin Rapids, Wisconsin 
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Rare Oversight 

Sirs: As a regular reader of your 
publication I was somewhat surprised 
by the article on “Banking in Belgium 
The European Crossroads” in your Au- 
gust issue. 

The article made hardly any refer- 
ence to Banque de la Societe Generale 
de Belgique. This oversight is apt to 
create some confusion in the minds of 
your readers who are undoubtedly 
aware that Banque de la Societe Gen- 
erale de Belgique is Belgium’s leading 
bank on account of both the size of its 
own funds and that of its deposits. 

I therefore take the liberty of en- 
closing a short table providing a 


comparison of Belgium’s three main 
banks. 
BARON PIERRE BONVOISIN, Chairman, 
Banque de la Societe Generale de 
Belgique, 
Brussels, Belgium 
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Developing Fast 


I have been interested to note the 
publicity that has been given to the 
hearings in Washington from amend- 
ments to “The Small Business Invest- 
ment Act of 1958” to try to make it 
workable, and the special concessions 
which are being proposed. 

Somewhat lesser noticed, but none- 
theless remarkable, has been the con- 
tinuing progress of the privately 
financed development credit corpora- 
tions which have been operating in 
New England, New York and North 
Carolina for periods of three to ten 
years. Several other states also have 
credit corporations in various stages 
of development: Michigan, New Jersey, 
Maryland, Minnesota and Wisconsin, 
to name a few. 

In our own quiet way, without benefit 
of national publicity, we have proven 
that private capital and the banks 
working together can and do help grow- 
ing small businesses. The Connecticut 
Development Credit Corporation with a 
record of $2,500,000 in loans since 
organization is not one of the largest, 
but we have just had the pleasure of 
declaring the first dividend of any 
credit corporation, and expect to put 
the CDCC stock on a regular dividend 
basis. 

PETER M. Morritt, Manager, 

Connecticut Development 

Corp., 
Meriden, Connecticut 
* ¢ 


Something Missing 


Smrs: Your September issue came 
and as usual I looked up the Director 
Clutchbill item. It was with great re- 
gret that I read about it being the last 
story. 

As a very young man I organized 
this small country bank and had been 
its cashier from 1912 to 1957 when I 
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Deposits and current 





accounts 32,250 21,320 11,526 
Capital and reserves 2,424 1,500 805 
Securities held in safe 

custody 114,571 40,074 10,532 
Trade bills portfolio 7,262 3,790 2,653 
Sundry debtors 6,279 5,274 2,620 
Liabilities of customers for 

acceptances 2,604 1,533 1,465 
Bonds and notes issued 2,364 1,679 1,518 


BELGIUM BANKING STATISTICS 


Banque de la 


Générale de Belgique 


Société Banque de 
Bruxelles Kredietbank 


(in millions Belgian francs) 








October, 1959 


BURROUGHS 
CLEARING HOUSE 


EDITORIAL AND BUSINESS OFFICES 
DETROIT 32, MICHIGAN 


a eee et Harry V. Odle 
Sr. Associate Editor. .Lester Mason 
Associate Editor Norman E. Douglas 
Business Manager... .D. M. Smith 
Circulation Manager. .R. Benallick 


OCTOBER, 1959 








Founded 1916 Vol. 44, No. 1 
CONTENTS 

Page 

Letters “ee ss ee @ “ee eveee 1 


Trends in Finance - eee eeee 3 
Banking News ---+--+++++ 17 


A.B.A. Convention Preview - - 37 
By Thomas L. Carry 


A Tailor-Made Program for 
Training Supervisors - - - - - 40 
By Edward Hamilton & Robert Kirby 


Bank House Organs: Are They 


Really Worthwhile? - - - - - 42 
By Donald D. Martin 


NABAC’s Idea Round-up on 
Bank Operations - - - - « + 
By The Editors 


New Breakthrough Scored in 
Bank Automation Progress - - 47 


Washington Viewpoint - - - - - 49 
By John Donoghue 


The Personality Spotlight - - - - 59 
International 


Canadian Banking - - - - - - - 89 


By James Montagnes 


The Booklet Counter - - - - - - 93 
Court Decisions - - - - - += += - 95 
By Frederick C. Fiechter, Jr. 

Index to Advertisers - - - - - 112 





COPYRIGHT © 1959 BY 
ae re CORPORATION 


controlled circulation 


ices wa pub- 
lication at Mount Morris, Illinois. 
Pub monthly. Send Form 3579 


to Detroit 32 ae ichigan 











became its active executive vice-presi- 
dent. 

During the past 87 years I have read 
every one of the Director Clutchbill 
stories which may have been more 
interesting to a small country banker 
than they would be to other bankers in 
the larger centers. This is due to my 
being so closely connected with open 
country matters. In addition, there are 
very few days when I do no hunting 
or fishing. This brings me in contact 
with every land owner around here. 

Truly, an era ends with your Sep- 
tember issue, as all good things must 
apparently. I will always look forward 
to Burroughs Clearing House but there 
will be something missing hereafter. 

Frep G. ScHUNK, Executive Vice- 

President, 

Farmers State Bank, 

Waunakee, Wisconsin 


What Does Big Business 


Do for Little Business? 


It does a great deal. 


The Bell System, for instance, buys from many 
small businesses. 


In 1958, its manufacturing and supply unit, the - 
Western Electric Company, did business with 
more than 30,000 other firms throughout the 
country. Nine out of ten of these suppliers 
had fewer than 500 employees. 


Purchases totaled more than $1,000,000,000. 


In addition, Bell System employees spent a 
large part of their $3,750,000,000 wages with 
hundreds of thousands of other businesses. 


The Bell System also helps many a small 
business get started and grow by making its in- 
ventions and its product designs available to 
others on reasonable terms. 


Nearly eighty companies, for example, have 
been licensed to make and sell transistors and 
thus extend the usefulness of this amazing Bell 
‘Telephone Laboratories invention. 


esses 


BIG HELP FOR SMALL BUSINESS and a big help for us too. 
Western Electric Company representative (left) discusses order with 
one of its many small business suppliers. Item purchased here is ; : 
spring used in Bell telephone dials. Millions are bought every year. There is no doubt that it has been one of the 


biggest factors in the electronics boom. 
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Money Squeeze Tightens 


Financial economists and commenta- 
tors have been having a field day in 
semantics, over whether the current and 
prospective monetary stringency should 
be labeled a “crisis” or some milder 
term such as a “pinch” or “shortage.” 

Regardless of any differing views as 
to terminology, however, there appears 
to be general agreement that the tight- 
ening of monetary screws is becoming 
increasingly effective on many fronts. 
fhe pressure is being felt by govern- 
ment, business, and down to the indi- 
vidual. 

Loan charges up. A nationwide survey 
by Wall Street Journal indicated, for 
example, that as a result of costlier and 
scarcer money many businesses are 
paring inventories and cutting back 
expansion plans. Top government offi- 
cials in Washington are said to be 
grimly concerned over the problem of 
raising $78 billion in the next year, in 
a badly squeezed money market, with- 
out resorting to inflationary methods 
that might trigger a disastrous flight 
from the dollar. And, the man in the 
street faces the hard fact of higher 
charges on various types of loans as 
well as difficulties in obtaining home 
financing. 

Rate increases were popping fast and 
furious in September. Leading off, com- 
mercial banks at the month’s outset 
made their expected increase in the 
“prime rate” charged top-rated corpo- 
rate borrowers, to 5 per cent from 4% 
per cent. 

Then on the 10th, the Federal Reserve 
banks began their fifth round of redis- 
count rate boosts, to 4 from 3% per 
cent, the new rate being the highest 
since the early 1930’s. 

Treasury rates at peak. At about this 
time, the Treasury 91-day bill rate rose 
to 4.166 per cent, highest since the bank 
holiday period of 1933, and the 182-day 
Treasury bill rate reached a peak of 
5.08, highest since these bills began 
to be issued last December. Subsequent- 








ly, the bill rates moved even higher, 
reflecting a falling off in demand for 
bills from some corporate buyers, not- 
ably steel and auto firms, which long 
have been a mainstay of the Treasury’s 
market. 

The effects of the higher prime rate 
and the record Treasury bill yield rates 
spread at once to the bankers acceptance 
market, where there was a quick double 
increase of one-eighth of 1 per cent 
each, and to the commercial paper 
market, where rates went up an average 
of one-quarter of 1 per cent. These 
changes made 90-day acceptances yield 
about 4 per cent, which, with a 1% per 
cent commission, made acceptance 
credit cost users 5% per cent, and com- 
mercial paper, which involves issuers 
in a fractional commission, cost users 
4 to 4% per cent. 

Consumers also hit. Another upward 
twist came at the mid-point in Septem- 
ber, when First National City Bank of 
New York—which had initiated the 
latest boost in the prime rate—again 
took the initiative by increasing the 
charge en personal loans to small bor- 
rowers, a move expected to be emulated 
by many other major banks. 

For most business borrowers the new 
prime rate meant that they were, for 
all practical purposes, in a 6 per cent 
money market. For, under established 
banking practice, a 5 per cent rate for 
borrowers of the standing of General 
Motors or U.S. Steel means a 5% to 6 
per cent level for firms that are not as 
well known. Also, under customary 
banking practice, a bank borrower on 
unsecured notes is supposed to keep 20 
per cent of the loan on deposit with his 
lender. This means that even at the 
prime rate he must pay 5 per cent on 
that portion of the loan that is not used, 
which raises the interest cost from 5 to 
6% per cent. However, after corporate 
taxes at a 52 per cent rate the cost of 
the money is now roughly only 3% per 
cent, which suggests strongly that no 
major business borrowing plans are 


September rate increases had newspapers groggy trying to keep up with latest charges 
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. To Bar Huge Inflation 


“ They Ask Tight Budget Curb, 

“ Power to Lift Bond Rates; 
Ike May Recall Congress 

Some Fear a ‘Money Panic‘ 





Venmont Rovstrx 
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WASHINGTON —A fiscal crisis of major pro- — 








likely to be called off at this time be- 
cause of the higher cost of money 
alone. 

Some projected new financing plans 
will be abandoned, where cost margins 
are too narrow. Also, some banks, at 
their absolute loan limits, will refuse to 
lend. Further, some businessmen will 
take their chances on obtaining funds 
in the first half of 1960, when seasonal 
trends call for decreasing credit de- 
mands and the Treasury, then running 
at a temporary surplus of revenue, will 
be redeeming debt instead of creating 
more. Some observers feel present rates 
will set a peak until the middle of next 
year unless credit demands exceed all 
foreseeable limits. 

Small business charge firm. The in- 
creased personal loan charges by First 
National City Bank of New York are 
still relatively low. The basic rate on 
secured loans was advanced from 3% to 
4% discount, which is equal to about 
8.20 per cent simple interest. For un- 
secured loans requiring life insurance 
on the borrower, another one-half of 1 
per cent is charged, making the rate 
4% per cent. This is the first increase 
in the bank’s rate on such loans since 
1955, and the second since it pioneered 
in personal lending in 1928. The higher 
rate does not apply to small business 
monthly repayment loans of over $5,000, 
on which the discount remains at 3.33 
per cent. Spokesmen for some of the 
other major banks in New York, Chi- 
cago, Boston, etc., indicated that they 
were closely studying the advisability 
of marking up their “retail prices.” 

As to housing credit, Julian H. Zim- 
merman, commissioner of the Federal 
Housing Administration, has hinted 
that a raise in the FHA mortgage rate 
is an imminent possibility. Asked to 
comment on a prediction that the rate 
would be boosted to 5% per cent, Mr. 
Zimmerman called it a “highly educated 
guess.” The increase came through. It 
raises monthly payments on the aver- 
age FHA mortgage by $3 to $5, but 









tends to cut the price of new housing by 
reducing the discounts which sellers 
now have to pay in order to obtain mort- 
gage money at the 5% per cent rate. 
Two other developments on the loan 
rate front include: 1. A rise to 5% from 
the 5 per cent rate charged auto dealers 
for inventory loans by major finance 
companies. 2. An increase, from 7.2 to 
7.8 per cent in the rate charged by 
factoring firms on money advanced to 
customers. The new rate is a record. 


+4 e - 
U.S. Dollar Strong, 
Economist Asserts 


One of the country’s leading econo- 
mists has stated that the international 
position of the U.S. dollar continues 


strong. In a 28-page study, “The U.S. 
and the World Economy,” Dr. Marcus 
Nadler, consulting economist for the 
Hanover ‘Bank, New York City, refutes 
claims of those who believe that devel- 
opments in the past 18 months, indicate 
signs of a weakening dollar. 

In allaying the fears of those who 
have attacked the soundness of the 
dollar, Dr. Nadler emphasizes that the 
decline in U.S. exports and the sharp 
outflow of gold both point to a realiza- 
tion of U.S. foreign policy aimed at 
helping Western European countries 
rebuild their sagging economies. 

Further trade deficits could be dealt 
with without endangering the interna- 
tional position of the dollar, Dr. Nadler 
suggests, by Congressional action on 
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For short term investment 


Higher Net 
Returns from 
TAX-FREE BONDS 











Tavestment officers of banks and other corporations 
can find short term bargains and high yields in today’s 
1-10 year tax-exempt bond offerings—the so-called bank 
maturities. In many cases, these short term tax-free 
bonds are priced to yield more net income than taxable 
securities, including governments, and even loans. The 
bank with income taxable at 52% would have to get a 
5.21% taxable return from government securities—im- 
possible in today’s market—to come close to a 2.50% 
yield from a tax-exempt bond. And 6.25% on loans is 
necessary to equal a 3% tax-exempt yield. 


Send without obligation for our easy reference tax chart 
showing comparative values of taxable and tax-exempt 
yields in both the 30% and 52% corporate tax brackets, 
and for our latest list of tax-exempt offerings showing 
representative issues in this field. 


HALSEY, STUART & CO. Inc. 


123 SOUTH LA SALLE STREET, CHICAGO 90 + 35 WALL STREET, NEW YORK & 


AND OTHER PRINCIPAL CITIES 











t HANOVER BANK 


Two-fold challenge ahead 


foreign aid and by a tight money policy 
in this country. 

Challenge ahead. In the report, Han- 
over’s consulting economist traces the 
progress of Western Europe in estab- 
lishing the European Common Market 
and attempts to organize a free trade 
area. He does foresee a two-fold chal- 
lenge ahead for the United States. The 
first competition stems from rebuilt 
nations that are making their efforts 
known on the economic scene. The sec- 
ond challenge, Dr. Nadler states, comes 
from the Soviet Union and its efforts 
to engulf the free world. 

The challenges must be met also by 
a two-fold program, the report con- 
tinues. Dr. Nadler believes that the U.S. 
must first practice fiscal discipline and 
fight inflation from within. Its second 
responsibility will be to continue to lead 
the underdeveloped countries of Asia, 
Africa and Latin America to a higher 
standard of living. 

In consecutive chapters, the econo- 
mist discusses the recovery of Europe, 
the basis of U.S. economic power, the 
international position of the dollar, the 
economics of world trade, and the chal- 
lenge ahead. 
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Financial Diagnosis 
Clinie for Doctors 


An investment course, designed spe- 
cifically for men in the medical profes- 
sion, has had favorable acceptance at 
the First National Bank, Kokomo, 
Indiana. Acting on numerous questions 
from local doctors seeking information 
on securities, the bank developed a 
seven-session course to educate the pro- 
fessional man in the areas of invest- 
ment, life insurance and estate plan- 
ning, according to Robert H. Jackson, 
assistant cashier and manager of the 
business development department. 

One of the prime reasons behind the 
bank’s sponsorship of the class was to 
protect the professional man from the 
unethical stock promoter who has found 
the busy doctor an excellent mark for 
the purchase of nearly worthless stock. 
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MERGED to form... 


Two outstanding banks have joined forces under a new name— 


CHEMICAL BANK 
NEW YORK 


TRUST COMPANY 





Chemical Bank New York Trust Company. 


With the experience and skill of our combined staffs, resources of 
more than $4 billion and capital funds of more than $390 million, our 


aim is to serve you even better in the future. 


This merger results in a branch banking system of 102 convenient 
offices in New York’s five boroughs. It strengthens close ties with 


correspondent banks throughout America and abroad. It unites and 
enhances the personal and corporate trust facilities of both institutions. 


When you and your customers require accurate credit information, 
prompt handling of collections and guidance in financing trade at home 
or abroad, you may be sure of extra service—‘‘Gold Medal Service” 
—from Chemical Bank New York Trust Company. 


JOHN L. GIBBONS 


October, 1959 








Chairman Chairman, Trust Committee 
HAROLD H. HELM ADRIAN M. MASSIE 
President 
ISAAC B. GRAINGER 
Vice Chairman Vice Chairman 
GILBERT H. PERKINS HULBERT S. ALDRICH 


Executive Vice Presidents 
CLINTON C. JOHNSON HOWARD W. McCALL, JR. WILLIAM S. RENCHARD 


Senior Vice President 
WILLIS McDONALD 


Main Office: 165 Broadway, New York 15, N. Y. 


Directors 


FRANK K. HOUSTON 
Honorary Chairman of the Board 


N. BAXTER JACKSON Chairman, 
Executive Committee 
JOHN K. ROOSEVELT Roosevelt & Son 


HENRY UPHAM HARRIS Partner, 
Harris, Upham & Co. 


HAROLD H. HELM Chairman 


H. E. HUMPHREYS, JR. Chairman, 
United States Rubber Company 


CASON J. CALLAWAY Farmer 
ADRIAN M. MASSIE Chairman, Trust Committee 


ROBERT J. McKIM Chairman of the Board, 
Associated Dry Goods Corporation 
MAURICE T. MOORE Partner, 


Cravath, Swaine & Moore 


RICHARD K. PAYNTER, JR. 
Executive Vice President, 
New York Life Insurance Company 


J. ALBERT WOODS New York 
BENJAMIN F. FEW President, 

Liggett & Myers Tobacco Co. 
ROBERT G. GOELET Real Estate 
HULBERT S. ALDRICH Vice Chairman 
JAMES B. BLACK Chairman of the Board, 


Pacific Gas and Electric Company 


PERCY L. DOUGLAS Executive Vice President, 
Otis Elevator Company 


GILBERT H. PERKINS Vice Chairman 
ISAAC B. GRAINGER President 
ARTHUR K. WATSON President, 
IBM World Trade Corporation 

ROY F. COPPEDGE, JR. President, 
National Distillers and Chemical Corporation 
KENNETH E. BLACK President, 
The Home Insurance Company 

HENRY L. HILLMAN President, 
Pittsburgh Coke & Chemical Company 

CHARLES H. KELLSTADT President, 
Sears, Roebuck & Co. 

H. |. ROMNES President, 


Western Electric Company, Inc. 


Advisory Committee 


ROBERT A. DRYSDALE Senior Partner, 
Drysdale & Co. 

DUNHAM B. SHERER New York 
C. WALTER NICHOLS Chairman, 
Nichols Engineering & Research Corporation 
ROBERT GOELET Real Estate 
JOSEPH A. BOWER Retired 
THOMAS R. WILLIAMS President, 
Ichabod T. Williams & Sons, Inc. 

JOHN R, McWILLIAM Retired 
W. ROSS McCAIN Hartford 
GRAHAM H. ANTHONY Chairman, 
Executive Committee, Veeder-Root, Inc. 
FREDERICK E. HASLER Chairman, 
Haytian American Sugar Company, S.A. 

JAMES BRUCE industrialist 
WILLIAM P. WORTHINGTON President, 


Home Life Insurance Company 


Member Federal Deposit Insurance Corporation 


For improved service in the Pittsburgh-area Peoples First 
and Fidelity Trust have consolidated to form 


Through this consolidation, which became effective at the close of business September 
11, the new Pittsburgh National Bank offers a combination of broad experience and 
specialized abilities in providing a complete range of services to correspondents. 


STATEMENT OF CONDITION 


At the beginning of business, September 14, 1959 


RESOURCES 

Cash and Due from Banks. $161,173,459.75 

U.S. Government Securities 261,889,734.01 $423,063,193.76 
Obligations of States & 


Political Subdivisions 
Other Bonds 





104,957,182.45 
3,109,386.42 
2,412,000.00 
427,149,137.17 
9,135,052.82 
29,153.42 
3,230,337.27 
860,873.65 


$973,946,316.96 


Bank Premises and Equipment 

Real Estate Owned Other than Bank Premises 
Accrued Income and Prepaid Expenses 
Other Resources 











LIABILITIES AND CAPITAL 

Capital Stock (Par Value 
$20.00 per share) 

Surplus 

Undivided Profits 


$30,261 ,400.00 
50,738,600.00 
6,721,919.01 $87,721,919.01 


580,794,291.41 
277,120,420.72 
U.S. Government. . 12,287,929.23 870,202,641 .36 


Discount and Other Income Unearned 
Interest, Taxes and Other Accrued Expenses 
Dividends Declared (Payable Oct. 1, 1959) 
Other Liabilities 


9,178,103.34 
4,948,681.21 
1,059,149.00 

835,823.04 


$973,946,316.96 











Pittsburgh 30, Pennsylvania 
MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


Burroughs Clearing House 





er a ag 


Pittsburgh 
National 
Bank 


BOARD OF DIRECTORS 

FRANK E. AGNEW, JR. 

President 
Cc. F. C. ARENSBERG 

Patterson, Crawford, Arensberg & Dunn 
G. G. BEARD 

President 

United Engineering & Foundry Co. 
PAUL G. BENEDUM 

Vice President, Plymouth Oil Company 
H. DONALD BORGER 

President, The Peoples Natural Gas Co. 
JOHN A. BYERLY 

Chairman of the Board 
ERNEST N. CALHOUN 

President, Edwin L. Wiegand Company 
STREUBY L. DRUMM 

President, West Penn Power Company 
LEON FALK, JR. 

Director, National Steel Corporation 
WALTER I. FLOYD 

President, Duff-Norton Company 
DAVID L. FRAWLEY 

Tax Consultant 
A. DOUGLAS HANNAH 

Vice President, J. H. Hillman & Sons Co. 
PHILIP K. HERR 

Senior Vice President 


HENRY L. HILLMAN 
President 
Pittsburgh Coke & Chemical Co. 


DAVID D. JOHNSON 
Vice President, Benedum-Trees Oil Co. 


JOHN H. LUCAS 
Vice Chairman 


THOMAS E. MILLSOP 
President, National Steel Corporation 


LEONARD S. MUDGE 
Vice President, Stoner-Mudge, Company 
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ye Trmet Company, Indhanapolts 2 

In this meeting we would carry on from the first lecture,’ getting 
into questions of analysis of investments and portiolios. 4 

April 2% The -~ George RB. Becker, Wayne Hummer & 


. ; as me 
‘The work of the broker and the stock exchange, the functionof => 
the tnvestment banker, the Over-the-Counter dealer, ete.. would 
be covered in this meeting. Eee 
May 6 Life Inourance -- F. D. Michael, Merchants Nations! Bask & Trust - 
Company, Indlanapolis : 
No Pinance discussior of thie sort would be complete without 
covering the subject of life insurance. Mr. Michael is especially 
well qualified to give « balanced approach to this subject. 
May 13 Batate Plaaning -- Juck Schenck, Merchants National Bexk & Trust 
Company, Indianapolis 
At this session the basic problem of proper wills, trust instruments, 
ete., would be discussed. Also, planning for retirement, 
in adcttion to protection of family st death, would be emphasized. 
Mxy 20 Accounting for Doctors -- Marry A. Olsen, Arthur Andersen & Coy" 
‘Chicago 
flow the audit profession can be helpful to doctors and a discussion 
of the value of accounting in their careers. 
May 27 Review, summation and questions -- L. C. Dilatush 


Considerable part of this session would be used in anewering 
‘questions which were prompted by reading of the texts. 












‘opportunity of buying nod selling stocks, bende oc ihe 
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Course provided quick analysis of investment opportunities 


But, according to Mr. Jackson, the 
classes devoted to the problems of wills, 
trust instruments, retirement planning, 
and accounting for doctors have been of 
equal interest to 22 of the city’s doctors 
who accepted the invitation to the first 
course. Many of the wives of the doctors 
also attended, and even filled in for their 
husbands when they could not attend. 
Publications provided. The 2% hour 
weekly sessions discussed the basic level 
of defining stocks, bonds, and other 
vehicles of investing, covered the work 
of the broker and the stock exchange, 
and then progressed into life insurance 
and estate planning. Publications such 
as “The Intelligent Investor” and “How 


| to Buy Stocks” were provided by the 


bank and led to many questions on the 
part of the professional men. 

Thirteen of First National’s officers 
attended the classes moderated by L. C. 
Dilatush, vice-president and trust officer 
of the Merchants National Bank and 
Trust Company of Indianapolis. In addi- 
tion to other officers of the Indianapolis 
bank, classes were led by members of 
brokerages and tax accounting firms. 

Advantages cited. Mr. Jackson be- 


lieves that the course has been success- 
ful on two counts. First, he states, the 
seminars have been successful in that 
the doctors have at least learned to 
avoid financial entanglements with un- 
known stock operators. Secondly, many 
valuable associations have been formed 
between the professional men and bank 
officers over the seven-week period. 
“The program has gained a further 
understanding among depositors and 
non-depositors alike of the special serv- 
ices First National offers,” he said. 
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Economic Newsletter 
At the County Level 


In the face of a trend among the 
nation’s financial institutions to publish 
economic surveys of state, national and 
international business conditions, the 
Fairfield County Trust Company, Stam- 
ford, Connecticut, has restricted the 
study of its new economic newsletter to 
Fairfield County. 

A bi-monthly publication, the Fair- 
field County Economy, will concern it- 
self with such basic areas as home con- 


Doctors and wives found sessions interesting and profitable 
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A banker makes a decision 


a financial leader first, your banker is likewise a man of community affarrs 
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MPIRING a close one on Satur- 
day helps many a banker 
make wiser decisions on Monday. 
That’s because taking part in 
things close to the community’s 
heart is a sure way for a banker 
to better know the people and 
their financial needs. 

In that way, a banker can have 
both the understanding and the 
insight to evaluate an individual’s 
financial problem, counsel local 
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businessmen, work wisely and 
profitably. 

In a nutshell, a banker has to 
be a civic doer as well as a finan- 
cial counsellor. By taking on com- 
munity responsibility and learn- 
ing what makes his neighbors 
tick, a banker makes his bank 
more useful every day. 

When all’s said and done, it’s 
usefulness that makes commer- 
cial banking so important to the 
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nation’s economy and the Ameri- 
can way of life. 
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MUTUAL FUND SHARES 


UNITED ACCUMULATIVE FUND 


A Mutual Fund investing in 
a diversified list of more 
than 100 common stocks se- 
lected for possible apprecia- 
tion and income. 


UNITED CONTINENTAL FUND 


A Mutual Fund investing 
for growth possibilities in 
securities of companies 
which search for and pro- 
duce basic raw materials 
from natural resources, 


UNITED INCOME FUND 


A Mutual Fund seeking cur- 
rent income through invest- 
ments in more than 100 
American corporations. 


UNITED SCIENCE FUND 


A Mutual Fund investing 
for long-term growth possi- 
bilities in securities of com- 
panies, whose growth is 
based substantially upon 
scientific research. 


Waddell & 
Reed, Inc. 


Principal Underwriters 


For Prospectus and de- 
scriptive literature, with- 
out obligation, fill in and 
return this advertisement. 








Waddell & Reed, Inc. 
20 West 9th Street ff 40 Wall Street 
Kansas City 5, Mo. New York 5, N. Y, 

[] United Accumulative Fund 

CJ United Continental Fund 


(] United Income Fund 
[ United Science Fund 
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Report on local events 


struction and mortgage activitiy, em- 
ployment, retail sales, commercial, man- 
ufacturing, utility and educational proj- 
ects, and income distribution and relate 
the import of these statistics to the 
county’s economy. 

Bank officers believe that the news- 
letter is the first comprehensive report- 
ing of business on the local scene, and 
predict that the publication will become 
a valuable aid to business and industry 
in projecting development of facilities. 
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New Entries in the 
Equipment Leasing Field 


A new “private lend lease plan” 
backed by large lines of credit from 
commercial banks, insurance companies, 
pension funds and other capital sources, 
has been launched on a world-wide basis. 
The plan enables businessmen to lease 
rather than buy capital assets of any 
kind, freeing funds that would be so em- 
ployed for use as working capital. The 
purchase and lease back procedure will 
apply to existing as well as new capital 
assets. 

The vehicle for the new lease plan 
is the Equitable Leasing Corporation, 
incorporated in Delaware and with offi- 
ces at 120 Broadway, New York City, 
and agencies in Paris, London, Geneva 
and Montreal. The program has refine- 
ments on existing sales and lease-back 
arrangements, chiefly through tailoring 
leases to the requirements of clients, 
and with many options covering events 
during or at expiration of leases. 
Owned by its officers and directors, the 
Equitable has begun with $500,000 of 
equity capital which is soon to be in- 
creased to $1 million. No early public 
financing is projected; private capital 
will take care of all immediate capital 
requirements. At a recent date, it was 
processing or had granted leases cover- 
ing $11 million of capital equipment 
ranging from jet aircraft to closed 
circuit television, tugboats and super- 
market equipment. 

International aspect. The president 


of the new enterprise is Joseph Bone- 
parth, 43, an expert on leasing and a 
former official appraiser for the Veter- 
ans Administration. The chairman is 
Ezra K. Zilkha, head of the interna- 
tional foreign exchange and investment 
firm of Zilkha & Sons, through which 
much international leasing is expected 
to be arranged for American companies 
expanding overseas, especially in the 
area of Europe’s new common market. 

Mr. Boneparth, in introducing the 
new leasing organization, emphasized 
that it was in no sense being promoted 
as a device for tax advantages, al- 
though such advantages could come 
under certain circumstances. Under a 
do-it-yourself analysis form to be sup- 
plied by Equitable, customers can de- 
termine for themselves whether they 
would be better off leasing or buying 
capital equipment. Mr. Boneparth says 
that the foundation stone upon which 
the company will base its policy will be 
that “the use to which équipment is put 
determines its profitability; ownership 
alone is not sufficient to make equip- 
ment profitable.” 

Flexible terms. The new company will 
purchase all capital equipment which it 
will lease for periods of 2 to 10 years 
or longer, depending upon the estimated 
life of the equipment. Each lease will 
fit the particular needs of. the customer 
and there will be options to the lessee 
to purchase, renew, surrender or turn 
in old equipment for new. The lease will 
provide annual payments on a monthly 
basis to cover amortization of the equip- 
ment, cost of the money invested and 
the administration costs and profit of 
the lessor, which will be taken care 
of by an extra monthly payment each 
year. 

The new enterprise feels that it will 
have a field of usefulness in view of the 
need for greater efficiency in the use 
of corporate financial resources, the 
rising cost of equipment and the in- 
creasing cost of money. 

The Beneficial Finance System, Mor- 
ristown, New Jersey, has also an- 
nounced its entry into the commercial 
and industrial leasing fields through its 
Beneficial Leasing Corporation, a new, 
wholly-owned subsidiary. The firm’s 
first endeavors are in office equipment, 
with emphasis on electronic computers. 
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After 100 Years. A Move 


Canada’s first bank, the Bank of 
Montreal, observed the 100th anniver- 
sary of its Agency in New York by 
moving it into the palatial quarters for- 
merly occupied by First National City 
Bank of New York at 2 Wall Street. 
The agency, after being at 64 Wall 
Street since 1910, now occupies the first 
four floors above street level in the 
21-story edifice, together with the four 
basement floors containing vaults and 
storage space. 

The Bank of Montreal has particu- 
larly close ties with the United States, 
having appointed a New York repre- 
sentative in 1818, a year after the bank 
was founded. The direct agency was 
established in 1859. 
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Complete your set of correspondent services... 


Add more value, too 
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You can obtain prompt, responsible, complete 
credit information without difficulty anywhere in the 


nation or the world—as a Hanover correspondent. 


Whatever your own... or your customers’ queries 


on credit, refer them to Hanover via The Bank Wire. 


Member Federal Deposit Insurance Corporation 
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Does your bank have storage room 
for borrower’s inventory? 


Obviously not. BUT . . . our Field Warehousing service accom- 
plishes the same purpose . . . SECURITY covering your borrower’s 
inventory right where it stands. 

Field Warehousing is also an avenue to new loans . . . and 
increased loans . . . on a sound and profitable basis. 

For the best in inventory collateral, contact the American 
Express office nearest you. 


AMERICAN EXPRESS 
FIELD WAREHOUSING CORPORATION 


Head Office: 65 Broadway, New York 6, N. Y.—Offices Nationwide 
Write for free copy of “Inventory in Action” 





While 
You’re 
in Miami... 


we hope you enjoy and profit from the 1959 ABA 
Convention ...and, we would like to see you. Please consider 
this your personal invitation to visit with us in our new home. 
We'll welcome your business or social call during the 


Convention or any other time you visit South Florida! 





The 
PJIRSI 
| NATIONA 
100 Biscayne Boulevard, South Jank of Miami 


Miami, Florida 
ae 


MEMBER: FEDERAL RESERVE SYSTEM ¢ FEDERAL DEPOSIT INSURANCE CORPORATION 
BANKERS ASSOCIATION FOR FOREIGN TRADE 





Spacious new quarters 


The Agency opened in its new quar- 
ters September 14. A few days before 
the formal opening a_ housewarming 
party was given for newspaper and 
magazine editors. Gordon V. Adams, 
senior agent at New York, was host and 
guests beside the editorial corps were 
Arthur Jensen, chairman of the Bank 
of Montreal, and George Arnold Reeve 
Hart, president. In answer to questions 
Mr. Jensen said he felt there was little 
chance for an amendment to the Can- 
adian bank act before it comes up for 
periodical review in 1964. The bank 
act sets a 6 per cent ceiling on Canadian 
chartered bank lending rates, which has 
been a source of embarrassment during 
those weeks when the Bank of Canada 
discount rate has been above 6 per cent. 
The discount rate is fixed at one-quarter 
of 1 per cent above the rate at which 
weekly offerings of Canadian Treasury 
91-day bills are sold. 

Mr. Jensen also saw little likelihood 
of a change in Canadian chartered bank 
reserve requirements or in Bank of 
Canada discounting rules which, outside 
observers have argued, have introduced 
rigidities into the Canadian monetary 
structure. Despite the anomaly of banks 
being able at times to invest in Treasury 
bills at more than they can charge 
borrowers, both Mr. Jensen and Mr. 
Hart denied that money was unavailable 
or likely to become so for the business- 
man with regular banking ties. 
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Ford Introduces New °60 
Model Credit Agency 


Financing of Ford Motor Company’s 
flashy new ’60 model cars will be eased 
somewhat by a newly-formed credit and 
financing subsidiary, according to T. O. 
Yntema, Ford vice-president of finance. 

Mr. Yntema, who is chairman of the 
new unit, Ford Motor Credit Company, 
pointed out that the wholly-owned sub- 
sidiary would begin operations as soon 
as its field force is built up. This is ex- 
pected to take a few months. 

Reduce rates. Primary purpose of 
F.M.C.C., he added, is to provide Ford 
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dealers with wholesale and retail financ- 
ing rates that are more competitive with 
those charged General Motors dealers 
by General Motors Acceptance Corp. 
G.M.A.C. provides new-car financing 
and insurance service to GM dealers at 
a cost averaging about $65 less per car 
than the typical charge from other 
finance companies. 

Earlier this year, in testifying before 
the Senate Subcommittee on Antitrust 
and Monopoly, Mr. Yntema stated the 
new subsidiary’s main selling points 
would be low rates based on a highly 
efficient operation, excellent service and 
a dependable source of funds when the 
going gets rough. 

Adequate profits. Increased competi- 
tion in the finance business, he noted, 
might lower the high level of profits in 
automobile financing and insurance, but 
profits would still be adequate. 

“In general, but not universally, 
banks offer the most favorable financing 
rates to dealers and car buyers,” testi- 
fied Mr. Yntema. “Bank participation in 
automobile financing varies widely by 
area, however, and may also tend to be 
restricted to a better quality of risks.” 

Most finance companies, he continued, 
do not rely primarily on low interest 
and insurance rates to get the business. 
They rely more on close relations with 
the dealer, good service and a rate struc- 
ture that includes an attractive margin 
of profit to the dealer. 

Charges high. On a 36-month instal- 
ment contract, finance and insurance 
charges to the consumer typically ex- 
ceed 20 per cent of the cash price of a 
new car if the deal is handled by a fi- 
nance company. The level of these 
charges, he said, affects new car sales 
and production and employment in the 
automobile industry. Clearly, the con- 
sumer, the dealer and the automobile 
manufacturer all have a common vital 
interest in the level of finance and in- 
surance charges, Mr. Yntema noted. 

Back in 1929 Ford organized Univer- 
sal Credit Corp. to provide its dealers 
with more competitive rates. Four 
years later it had achieved its purpose 
of driving down the price of borrowing 
and it was sold to C.I.T. Financial Corp., 
now Universal C.I.T. Credit Corp. 

Officers. Robert S. Olson, former di- 
rector of Ford’s dealer financing office, 
has been named president of Ford Motor 
Credit Company. Prior to joining Ford 
in May of this year, he was vice-presi- 
dent in charge of the automotive sales 
financing division of General Accept- 
ance Corporation. 

Other officers are J. B. Lackey, vice- 
president; Robert C. White, treasurer; 
Thomas E. Brown, controller; and 
James L. Parris, secretary. Mr. Parris 
is a member of Ford’s legal staff, while 
the other officers were all members of 
Ford’s dealer financing office. 

Mr. Olson and Mr. Lackey are mem- 
bers of the board of the new subsidiary. 
Other board members are the following 
officers of Ford Motor Company: Henry 
Ford II, president; E. R. Breech, chair- 
man; W. T. Gossett, vice-president and 
general counsel; A. R. Miller, vice- 
president and controller; and J. E. 
Lundy, treasurer. 
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..- with the new 
“Thermo-Fax” Microfilm Reader-Printer 


Any filmed record is found quickly on the large, clear screen 
of the ‘“Thermo-Fax” Microfilm Reader-Printer. And legi- 
bility equals that of superior microfilm readers. But this 
versatile machine does far more than a mere reader to 
make your microfilm system more practical. 

Only the ‘““Thermo-Fax’”’ Microfilm Reader-Printer also 
makes a sturdy work-size print of any microfilmed document 
in seconds! Yet this amazing machine costs little more 
than a good reader alone. 

To learn how this machine’s quick, inexpensive copies 
of microfilm records can speed work in such departments 
as bookkeeping, accounting and transit, mail the coupon 
below. Or call your local dealer. 
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Minnesota Mining and Manufacturing Company r 
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Sparsity of Services Limits Russian Banking System 


By William H. Neal 


Senior Vice President, Wachovia Bank and Trust Company, Winston-Salem, North Carolina 








One does not see much advertising in 
Russia, but there are a number of 
painted advertising signs on the walls 
of buildings throughout Moscow. We 
asked our guide what they were. 

“These,” she replied, “are the savings 
bank signs.” 

“Please,” I asked, “translate them 
for me.” 

“The copy is ... ‘Keep your money 
in the savings bank; it is very conven- 
ient,’” she said. 

My interest in Russian banking was 


Key selling point: convenience 


immediately aroused. So the next morn- 
ing, when planning our tour for the day, 
we asked to visit a bank. Our guide 
seemed surprised, and I explained that 
I worked in a bank in the United States 
and was interested in seeing how they 
operate in Russia. She wasn’t sure this 
was the thing to do, but after a lot of 
conversation in Russian with her super- 
visor, we got in the Intourist car and 
headed downtown to visit a bank. 

Savings banks only. They have sey- 
eral types of banks, but the only ones 
serving the general public are the sav- 
ings banks. There are no checking ac- 
counts for individuals, the only medium 
of exchange is cash (rubles and ko- 
pecks). There are no personal loan 
services except for certain limited pur- 
poses, and no safe deposit boxes. Most 
of the other modern banking services 
of American banks are missing. 

We stopped in the heart of Moscow 
and soon were inside what we were told 
was a typical savings bank. Of course, 
it is not a bank, as we understand it, 
but rather a government agency which 
offers certain limited banking services. 
The place had some general resemblance 
to a bank, but I noted there were no 
desks where one might sit down to dis- 
cuss financial problems or talk with an 
official about a loan. There were only 
teller windows somewhat resembling 
ours. The window in the center was for 
the superintendent, but he was not pres- 
ent so we did not get a chance to talk 
with him. 

Types of accounts. There were several 
windows for savings customers, and I 
was told the bank offered three types 
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individual company study and 
data sheet available 


Professional investment people who have seen our study sheets tell us they 
like the way the facts are martialed, the uniformity and completeness of 
presentation, and the compilations and computations they include. 


See how these study sheets can serve you as a quick, reliable reference on 
over 200 companies. We'll be happy to send you a free sample sheet 
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of savings accounts. Savings deposited 
with the privilege of withdrawal at any 
time earn 2 per cent. Accounts limited 
to withdrawal after six months earn 3 
per cent. 

In another type of account, the total 


Author and wife 


Found banking service limited 


amount of interest due all depositors 
in this group is pooled, each depositor 
gets a chance at the pool and the winner 
takes all! A novel system, but I under- 
stand it is not too successful. 

One wonders why a Russian saves 
money because he does not have the in- 
centives we enjoy. He has no oppor- 
tunity to own a home unless he is a 
high party official or a scientist. Only 
the privileged few can buy a car, he 
cannot go into business for himself and 
the State educates his children. Yet the 
Russian bankers say they have 40 mil- 
lion savings customers. 

No external remittances. At the rear 
of the bank there was a window where 
persons could receive remittances sent 
to them from outside Russia. I asked a 
rather impertinent question. 

“Where does one go to send money to 
someone outside Russia ?” 

My interpreter did not understand 
the question! Whenever they do not 
want to answer a question, or feel their 
answer would not be a favorable one, 
they have a convenient practice of not 
understanding the question. Of course, 
there was no such service, because Rus- 
sians are not permitted to send money 
to other countries. 

Mr. Khrushchev says Russia will sur- 
pass America in production in less than 
10 years, and in time will equal us in 
trade and standard of living. It is my 
observation that among the many things 
necessary to accomplish such economic 
progress is improved and enlarged bank- 
ing services to the people of Russia. 
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Heller financing embraces 
factoring . . . the lending 
of working funds based 
primarily on accounts re- 
ceivable . . . inventory 
loans . . . equipment loans 
... financing of sales and 
leases of income-produc- 
ing equipment .. . redis- 
counting for automobile 
sales financing companies 
and licensed consumer 
small loan companies .. . 
the guiding and financing 
of mergers and buy-outs 
... and many other spe- 
cialized financing services 
in more than forty indus- 
tries and lines of business. 


Write for our new bro- 
chure “Heller and Its Re- 
lationship with Banks”, 
an outline of Heller serv- 
ices for your handy refer- 
ence. Ask for a copy for 
each of your Loan Officers. 


Over three quarters 


annually for industry 
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If your customer’s loan requirements 
are outside your scope or your policy, 
probably a Heller financing plan will 
meet his need and improve his busi- 
ness. Meanwhile you keep the cus- 
tomer and his balances. Too, your 
bank may choose to share in our loan 
plan and as the client’s business im- 
proves so does your profit opportunity. 
When the client outgrows our services 
he is returned to you. Instead of your 
risking loss of a customer you get back 
a stronger, better one, with profit 
opportunity in the interim. 

Banks refer customers with special 
problems to Heller because such situ- 


Get Concise New Brochure 
on Special Situation Financing 


You keep the customer and often increase profit when you 
REFER SPECIAL FINANCING 


HELLER 





ations are Heller’s business. Our 
experienced management of these 
customers stabilizes them and helps 
them grow. We could not have grown 
to our present billion-dollar annual 
volume unless both clients and 
bankers also profited. 


New Free Brochure 
Outlines Heller Services 


In special situations you are in better position 
to counsel if you have in hand our explicit 
new brochure, “Heller and Its Relationship 
with Banks.” Write now for your reference 
copy, name the Loan Officers you wish to 
receive a copy. 


You Go Faster and Farther with Heller Dollars 


of a billion dollars 





Write Dept. B.C.H. 10 


Walter E. Heller & Company 


105 W. Adams St., Chicago 90 
342 Madison Ave., New York 17 
Detroit . . . Atlanta . . . Los Angeles 


15 


Come see us 
at the 
Miami 

fk Convention 
1h October 25-28 


Sion open invitation from 
Gees Hubert, the Harris lion) 
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If you’re coming to Miami for the con- 
vention—be sure to look us up, we’d 
like to see you. Our headquarters will 
be at The Carillon (suite 1603-4-5) 
and the welcome mat will be out all 
four days. 


If you have a question about corre- 
spondent banking, or about the Great 
Midwest, feel free to talk it over with 
any of the Harris officers present. 


Seeing our friends. . . talking things 
over... exchanging ideas that help all 
of us do a better job is the real 
purpose of this convention, and 
we know you join us in saluting 
the ABA and its efforts in 
making this possible. 


HARRIS = BANK 


Organized as N. W. Harris & Co. 1882— Incorporated 1907 
115 WEST MONROE STREET—CHICAGO 90 
Member Federal Reserve System... Federal Deposit Insurance Corporation 
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Unusual marble and glass design adds to appearance 





Pedestrian arcade surrounds main banking rotunda 


New $20 million National Bank of Detroit building occupies whole block in business district 


National Bank of Detroit 
Unveils 14-Story Building 


A month-long series of open house 
activities marked the opening of the 
new $20-million main office building 
of the National Bank of Detroit, Michi- 
gan. The new 14-story structure is lo- 
cated in the heart of Detroit’s business 
district and bankers who have already 
visited the structure have come away 
greatly impressed both by the building’s 
modern, clean line design, and the many 
innovations that have been built into 
the structure. 

The building was in the planning and 
construction stage for over five years, 
and the end result of beauty, efficiency, 
and operating facility has been well 
worth the time needed fo complete the 
job. 

Perhaps the most unusual mechanical 
innovation in the building is a console- 
type monitoring and control center 
which operates and controls mechanical 
services throughout the entire building. 
It is a composite adaptation of the sys- 
tems used in industry for remote control 
of operations. Among other things, 
the console will start and stop some 
54 motors, record operating time of 
three large refrigeration machines, 
measure the steam used, and put the 
sidewalk snow-melting system into op- 
eration. 

System layouts. The control engineer 
can study a mechanical system layout 
by pushing two of 15 switches, and 
immediately a colored-slide diagram of 
the system desired appears on a 5 by 9 
inch screen built into the center of 
the console. Information collected from 
the various stations in the building is 
transferred to the console over a net- 
work of more than seven miles of 
pneumatic copper tubing and four miles 
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of electric wiring and conduit which 
run throughout the building. 

Processing of cash items at the new 
bank has been speeded up considerably 
through the installation of a conveyor 
belt system which runs immediately 
under the teller counters. After the 
teller has received a deposit, he places 
checks, deposit slips, and other cash 
items on the belt which carries the 
items to a central spot on a lower 
banking floor. 

From here, the items are transferred 
to a dumb waiter and shipped directly 
to the eighth floor for processing. Pre- 
viously, cash items were often not 
processed until the end of the business 
day and in some cases it was 24 hours 
before these items could be properly 
handled. 


Another unusual feature of the bank 
is a 29-station pneumatic tube network 
for use by the operating sections of the 
bank. Records, documents, memos, and 
other correspondence can be rushed 
through the tubes in 14-inch plastic car- 
riers at a rate of 25 feet per second. 
National Bank’s pneumatic tube system 
is one of only three of its kind in the 
country. It was installed by Airmatic 
Systems Corporation, an Associate of 
International Telephone and Telegraph 
Corporation. 

Here is how it works: Each station 
has a telephone dial mounted near the 
sending inlet. To dispatch a carrier, the 
operator inserts it into the sending 
inlet and dials the number of the sta- 
tion to which he wants to send the car- 
rier. When the system is ready to accept 


Tastefully decorated employee lounge has library, card room 
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Modern pneumatic tube system works with telephone-type dial 


the carrier, an auto-send system 
(similar to a railroad block system) 
scoots the carrier to its destination. 

Sender lock. A security feature has 
been incorporated into the system by 
means of a “sender lock” at each sta- 
tion. This locks the sending door as 
soon as a carrier is inserted into the 
tube and the number is dialed. The door 
remains locked until the carrier has 
left the station. The locking device also 
operates in case the system is shut 
down by overload conditions, or jam- 
ming. 

Security precautions in the new build- 
ing are centered in a gadget-packed, 
bullet-proof control room which serves 
as the nerve center for the whole secu- 
rity system. The room contains an 
electric console with built-in warning 
devices which tells the guard on duty 
at a glance if a security area in the 
building is being violated or is not 
properly policed. 

Closed circuit television receivers and 
cameras are also used to check person- 
nel and vehicles entering the bank, and 
the entire building is honeycombed with 
detection and security devices. 

Special alarm. Trucks and armored 
cars entering the bank’s receiving area 
are checked by a guard who is in con- 
stant touch with the security center. 
When a guard is not on duty, closed 
circuit television cameras are used to 
check in each vehicle. If an unauthor- 
ized vehicle were to enter the area, an 
alarm would immediately be sounded 
which would automatically close all 
doors, making escape impossible. 

In addition to regular communication 
facilities, guards can keep in touch 
with the security center and all other 
security stations throughout the bank 
by means of a special radio system. 

The new building contains a _ total 
of six vaults. The largest is used by 
the trust department and is located on 
the second basement level. It is one 
of the largest vaults in the country and 
occupies an area as large as a 100-car 
parking lot. The safety deposit vault 
is located next to the trust department 
vault. It contains some 10,000 safety 


deposit boxes and is the only security 
area in the bank which is open to au- 
thorized customers. 

Staff facilities. Working on the theory 
that all work and no play makes a dull 
bank employee, the bank has designated 
one whole floor of the building for its 
personnel. Called the staff floor, it is 
located between the seventh and eighth 
floors. A cafeteria, infirmary, meeting 
room and staff lounge are located on 
this floor. 

The cafeteria has a seating capacity 
of 450 and 225 persons can be served 
a meal every 15 minutes. A registered 
nurse is on duty during working hours 
in the infirmary, which has separate 
rooms for men and women employees 
requiring bed rest. 

The meeting room has a seating ca- 
pacity for 300 persons and is equipped 
with a motion picture projector, sound 
system, and wide screen. Chairs in the 
room were specially designed so that 
they could be easily removed and 
stacked for storage. 

Tastefully decorated. The staff lounge 
is one of the most tastefully decorated 
spots in the building. The main lounge 
has a seating capacity of 100 and is 
flanked on one end by a staff library, 
and on the other by a card room. The 
lounge is also equipped with a custom 
made TV set and record player for the 
enjoyment of the employees. This area 
is open to employees at all times of the 
day and night. 

Before it occupied its new building, 
the bank was located directly across 
the street. Moving into the new struc- 
ture involved over one year of planning 
and actually took ten days to complete. 
Altogether, $3% billion in cash and 
securities were moved, along with thou- 
sands of pieces of furniture, and office 
equipment for the 2,700 employees who 
will work in the new structure. 

Although the new building is 14 
stories high, the bank only occupies 
the two basement levels and the first 
nine floors at this time. The tenth to 
the twelfth floors are reserved for fu- 
ture expansion. The penthouse, which 
takes up the top two floors, contains 
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TITLE INSURANCE 





Every Title Insurance and Trust Company Policy is backed by... 


@ a sound, conservative management. 
@ assets of over $75,000,000. “Since 
@ complete land records. 


m@ America’s largest staff of title specialists. Title Insurance and 

@ over 65 years of experience. T c 

No wonder a safe, dependable T./. policy is California's rust om pa ny 

best safeguard for buyers, builders, sellers and lenders. “°° SOUTH SPRING STREET, LOS ANGELES 54 
MAdison 6-2411 


1893" 





TITLE INSURANCE AND TRUST COMPANY OPERATES THROUGH BRANCHES, AFFILIATES AND SUBSIDIARIES IN 30 CALIFORNIA COUNTIES, AND 
THROUGH OTHER SUBSIDIARY COMPANIES, OFFERS COMPLETE TITLE SERVICE THROUGHOUT THE STATES OF NEVADA, OREGON, WASHINGTON. 
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Truck entrance heavily guarded 


Control console regulates building machinery, pinpoints mechanical trouble 


Security and mechanical controls formed integral part of planning for new building 


machinery and other mechanical equip- 
ment necessary to operate the building. 

White marble exterior. Designed to 
correspond with the architecture of De- 
troit’s new civic center, its exterior is 
white marble with offset windows set 
in stainless steel casements. Overall, 
the building is 281 feet long, 130 feet 
wide and 232 feet high, and it occupies 
one complete city block in the business 
district, A two-story pedestrian arcade 


appearance. 
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Teller Queen Contest 
Is Publicity Springboard 


which extends along two sides of the 
building adds to the structure’s striking 


In a nation so conscious of beauty 
contest queens, the selection of an at- 
tractive member of the distaff side to 
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THE CHECKBOOK COVER WITH THE SLIDE-IN CLIP 
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CUSTOMERS LIKE IT! ROYAL VINYL SHADES 
YOU SAVE THRU — 
Lower filler costs 
Royal Vinyl durability 
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of Maroon Brown Black 


Blue Green 


DURA-GRIP IN FLAT STYLE COVER 
This increasingly popular cover provides for 
standard ABA filler and separate register 
record.— Compact, neat, good looking. 





Ask your distributor or write BOOK COVER CO. 


Serving banks for over 40 years 


2930 South Vail Avenue Los Angeles 22 
®U.S. Patent No. 2,488,823 
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represent the financial industry is a 
natural magnet for publicity. A leading 
safe company and a small Southern 
bank have found, however, that the 
publicity can be kept alive for the en- 
tire duration of the queen’s one-year 
reign. ‘ 

The excitement caused by the elec- 
tion of Miss Marian Polk as this year’s 
“Miss Drive-In Teller of America” was 
not short-lived by Miss Polk, by her 
employer, The Peoples National Bank 
of Rock Hill, South Carolina, nor by 
the sponsors of this first contest, the 
Mosler Safe Company. The three parties 
involved discovered that wherever Miss 
Polk appeared, the publicity aided both 
the bank and the equipment firm. And 
President John J. Herron of the Rock 
Hill bank now urges the country’s 
financial institutions to enter their lady 
drive-in tellers in the coming contest 
to help focus public attention on the 
financial industry. 

To Mr. Herron, the publicity for his 
bank has been spectacular. Since early 
last fall, a continual flow of letters and 
visitors have been received at The Peo- 
ples National, all interested in the traf- 
fic stopper at the Oakland Avenue drive- 
in branch. The nation’s press, anxious 
to bring to their readers another queen, 
have been generous with news column 
space, and Miss Polk has been busy 
these past 12 months traveling about 


Publicity fit for a queen 
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Banking careers for women outlined in illustrated booklet 


the country and attracting more news 
copy. 

Other activities. The comely teller 
has taken part in several branch bank 
openings in other states, appeared in 
Washington, D. C. to launch a new 
savings bond drive, been chosen as a 
judge in several beauty contests, and 
addressed local women’s clubs. She has 
also been presented to the South Caro- 


lina General Assembly, and the South 
Carolina Bankers Association. 

Local news coverage of Miss Polk’s 
appearances has continually kept the 
name of the bank before the people 
of Rock Hill. Nationally, Mr. Herron 
is certain that the contest has raised 
the prestige of the bank greatly. 
Bankers from all parts of the nation had 
an opportunity to visit Miss Polk at last 





year’s American Bankers Association 
Convention in Chicago, and delegates 
from the Rock Hill bank shared in the 
attention financial men gave the soon- 
to-be-crowned queen. 

All in all, the bank president con- 
siders the past year a very happy one, 
and Mosler officials, pleased with the 
attention given their attempts to find 
a “Miss Drive-In” are anxiously waiting 
to crown a new queen to reign through- 
out next year. 
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NABW Brochure 
Boosts Reeruiting 


In a continuance of its efforts for 
bank recruiting the National Associa- 
tion of Bank Women has recently pub- 
lished a brochure entitled “A Career 
for Women in Banking.” Aimed pri- 
marily at high school graduates, the 
brochure explains the rewarding career 
opportunities that exist for young 
women in the field of banking and 
finance. 

Some of the subjects covered in the 
brochure are: a definition of banking; 
employee requirements and locations 
of banks; training and education avail- 
able while on the job; and salary po- 
tential. The brochure was published un- 
der the direction of Mrs. Louise Crew, 
assistant cashier and escrow manager 
at the First Western Bank and Trust 
Company, Pasadena, California. Char- 
lotte A. Engel, NABW president, said 
the brochure was prepared to meet the 
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and do supply prompt, on-the-spot, objective 
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TACOMA, Washington * HEAD OFFICE: 400 CALIFORNIA STREET, SAN FRANCISCO 20 
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demand from schools and educators 
throughout the country who desired the 
information. 

Further information on the brochure 
can be obtained by writing the Na- 
tional Association of Bank Women, 60 
East 42nd Street, New York 17, New 
York. 
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Unusual Promotion 


A substantial increase in accounts 
was experienced by the Peoples Sav- 
ings Bank of Evansville, Indiana, dur- 
ing an unusual four-week promotion of 
its 1960 Vacation Club plan. As a sym- 
bol for the promotion, the bank used 
a mustachioed balloonist reminiscent 
of the hero of ‘Around the World in 
80 Days.” A large balloon, measuring 
12 feet in diameter, was formed around 





Helps boost vacation club 


a wood framework and covered with 
red and white striped cloth. 

The balloon was suspended from the 
roof in front of the bank, and created 
a great deal of attention from passing 
motorists and pedestrians. The same 
symbol was featured in newspaper ads, 
on bank blotters, and on a travel poster 
display in the lobby. 

In addition to the increase in vaca- 
tion club accounts, the bank also at- 
tributed a number of new regular sav- 
ings accounts to the promotion. 
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Russian Premier Invited 
To Mutual Savings Bank 


In a timely ad that appeared in the 
September 21 issue of U.S. News and 
World Report, the National Associa- 
tion of Mutual Savings Banks invited 
Russian Premier Nikita Khrushchev to 
visit a mutual savings bank during his 
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BANK PLANNED 
RFI FILES FOR A 
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These attractive Record Files are designed to 
meet specific bank needs. There is a file to 
house each size record. Record Files can grow 
with your ever expanding filing department. They 
can be added one, ten or a hundred at a time. 
NYLO-GLIDE Files are so reasonably priced that 
they may be used economically for the storing 

of inactive records . . . AND — they are so attractive and operate : 
so easily that they can be used as an active reference file, Really a Dual-Purpose File. 
You can’t see all of the quality that is built into NYLO-GLIDE 
Steel Record Files, but year after year of faultless service will 
prove to you that no finer file was ever built. 





NF4817 MICRO FILM FILE 
Inside drawer dimensions: 
12” wide, 44%” high. 


N3-4631 THREE COMPARTMENT 
DEPOSIT TICKETS or CHECKS 
Inside drawer dimensions: 
3%" wide, 7%" high. 
NF21350 TWO DRAWER N606 LEGAL FILE 

For 5x 8” Card (Guide Height). Inside drawer dimensions: 
Inside drawer dimensions: 15% wide, 10%,’ high. 

54%" wide, 834” high. 


NF21-144D TWO DRAWER FILE 
For 5x 3” Cards. 

Inside drawer dimensions: 
51%” wide, 356” high. 


N4951 LEDGER SHEET FILE 
Inside drawer dimensions: Inside drawer dimensions: 
12%" wide, 12%" high. 9” wide, 44%” high. 


Thousands of Satisfied Customers Are Now Using 


G NYLO-GLIDE Files. 


N491 NF4817 
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@ RECORD FILES INC. 


WOOSTER, OHIO 
Dept. BCH 

Please send complete information about Bank 

Planned RFI FILES. 


N491 LETTER SIZE FILE 
Inside drawer dimensions: 
12%,"’ wide, 10%,"’ high. 
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Join us aboard the Yacht Jj *S 


There’ll be a lot of serious work done at the 85th annual 
convention of the American Bankers Association at Miami 
Beach October 25-28 . . . but busy bankers deserve a breather, 
too! So come on down to the Hotel Fontainebleu Yacht Dock 
...any time between 2 p.m. and 10 p.m. during the con- 
vention . . . and join the Bank Building team aboard the yacht 
*“Starlight.”’ This “floating hospitality suite” is at your service 
...for your relaxation and enjoyment. We’ll be looking 
forward to welcoming you aboard! 











Open House aboard the “Starlight"’, 2 p.m.-10 p.m. daily 
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See us at the Yacht “‘Starlight"’, moored 






at | 
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|YOU ABOARD 


“Starlight’’ during the A. B.A. Convention 


On hand to serve you—these nationally-recognized 
experts in new quarters planning and design 





Joseph B. Gander Earl Klein Jack Miner, Vice-Pres. Justus DeVries 


President Vice-President and and Reg. Sales Mgr. Regional Sales Mgr. 
i Sales Director St. Louis New York 





Harry Moyer, Vice-Pres. S. L. Fisher Fred Coopman 
be and Reg. Sales Mgr. Regional Sales Mgr. wee, Sales Mgr. 
‘ San Francisco Chicago Atlanta 
-~+ 


These top experts in planning, designing, and building 
profit-making banks will enjoy visiting with you. 
They'll be at Booths 117-118 or aboard the **Starlight.” 





ed at the Hote! Fontainebleu Yacht Dock, or at Booths 117-118 
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ST. LOUIS, 1130 HAMPTON AVENUE 
NEW YORK «¢ CHICAGO « SAN FRANCISCO « DETROIT « ATLANTA ¢ AUSTIN 
Operating Outside Continental U.S. as Bank Building Corporation, International 
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...or to anyone with 
item or account . 
numbering problems. 
This effective new system 
works perfectly for 
alpha, block or straight 
numerical numbering 
needs. Check digits are 
included. Any clerk 
can assign numbers 
without error or 
computation. V1Stronic 
is the latest in a 
distinguished line of 
systems developed by 
VISIrecord, whose 
recognized specialty is 
“know-how” in solving 
the recordkeeping 
roblems of American 
reece and industry. 


Whatever your area of 
interest, whether 
numbering, inventory, 
receivables, maintenance, 
punched cards or tapes, 
or any other where 
speed, control 

and economy are vital, 
ViSIrecord can help. 


Just send us the coupon, 
attached to your 
letterhead, for more 
information. 

















I would like to know more 
about your systems 


OUP POPSET Ieee) 


(Please attach 
to your 


letterhead ) 


BC- 

















7+47692 


viSirecord, Inc.» 







2 


ed 




















Mere, presented for tne first time ino 
mutuei sevings banks in the U.S.A 


in fect, some evtherities sey they repre- 














1. “Sevings built thes country,” says 4 Philedelphioend Bester leaders es 
the ‘States. — 


* 


‘S. Today thare are SUV mutual so+- 
ings banks in the U.S. They operate 
avant 1.000: prion 





6 Their primary shject is to encour. 
age thn expecially among people 
of moder moans 


7. Servey open warvey shows (hat 


































14. Opereting expenses of mutual 
savings banks average only 0.955; 
of total 
*** 
1S. An amazing recerd of safety Cor 
depentors has been writicn hy macual 
savings banks over the yeers 
brome and busts Ls are held by metual svn igs Basha. 
16, Bech dapositer is insured up bo our system with your oun 20. te Catithorsia, (06 Laraple. wovingy 
310,000 mm backs that arc members of state” sawing) bemis Maye Danks have faance! over $1 billion 
the Federal Deposa tivurance Con: vow’ pick ap sare good new. worth of hame purchases. 
poration. fn some siates all - 
e £8 8 
a a 31. To cum up By alioring people a” 
compelling we criive 1 sa 
w. (22. Over © bilien dollars of sxvings: ‘a ae pa ares: 9 
Tota! savings baat offer special ac- dank ile insucance is now im fore. oe their mone ari b} the protection 
‘counts for Christmas, vacations *** anid ready availabeticy of their funds, 
ier ee, 22. Meet of the earnings of maxtuat the snunent saviuees bunts of America 
. 3 . ings banks come from fait! thew priam covcomic function 
inctude payroll éeduction. plans the on mortgage the caceuragemant wf thrift 
sale and redemption of U.S. savin 24. Aertgage keane account for over 
kis netentenceis Gas of the assets of the average pF? Aap questions? Please 
ve mutual savitigs hank, U.S. Govern ‘wtile our = 
19. Schaol savings departments arc ment securities make 197, @ East Aled Street, New York 17, 
operaicd at a public service by many state, municipal aed corporate N.Y. or our ace oollice in the Nation's 
banks, They work closely with 
© 


securities 150, other imcumecats and 
romasmder 


Capital at 908 Colorado Building, 
among = cash on hand the ‘Washington, D.C. 





NATIONAL ASSOCIATION OF 


_ MUTUAL SAVINGS BANKS 

















Mutuals’ first national ad timed for Khrushchev’s visit here 


stay in the United States. The ad linked 
America’s high standard of living with 
the thrift habit and the facilities for 
savings offered by mutual savings 
banks. 

The ad further pointed out that mu- 
tual savings banks are operated neither 
for the state nor for stockholders, but 
for the benefit of the depositors who 
save their money in over 22 million 
accounts. The basic facts about the 
mutual banks were also presented both 
for the benefit of Mr. Krushchev and 
those living in the U.S. who may not 
realize what a mutual savings bank is 
and how it helps the economy of the 
country. 

It marked the first time the mutuals’ 
message had appeared in a _ national 
magazine. 


° e 5 


Student Checking Account 
The Madison Bank and Trust Com- 


| pany, Chicago, Illinois, has inaugurated 


a new type of checking account de- 
signed specifically for college students. 
Under the system, the student can 
write 10 checks free of charge as long 
as his parents maintain a savings ac- 
count in the bank with a minimum 
$600 balance. Another unusual fea- 
ture included in the plan is that the 
bank will send the monthly statement 
on the account to the student’s par- 
ents so that they can keep track of his 
financial status. 

A. Andrew Boemi, bank president, 
said the new checking account plan is 
an outgrowth of the bank’s successful 
“Twin Accounts” plan where an indi- 
vidual maintaining a minimum savings 
account balance of $600 can avoid 
service charges on his checking ac- 
count. The major difference in the stu- 
dent plan is that the parents maintain 
the savings account and the students 
operate the checking account. 

“We devised this plan especially to 
meet the needs of college students 


said. 
“Having his own checking account 
makes the student feel grown up, and 
is a good education in handling his own 
finances,”’ he added. 


away from home,” Mr. Boemi 
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New Bank Building 


The Fidelity Union Trust Company, 
Newark, New Jersey, has just moved 
into its new seven-story main office 
building, located in downtown Newark. 
The move from its former main office, 
which took nine days to complete, in- 
volved the transfer of 6,000 safe de- 
posit boxes and more than $1 million 
in cash. 

The new building combines the lat- 
est features in banking comfort, se- 
curity, and efficiency. It is owned and 
completely occupied by the bank. Fi- 
delity purchased the building and the 
land from the Prudential Insurance 


Seven-story main office 





Burroughs Clearing House 














— = ae F 






Company of America, which erected 
the structure at a cost of $7.6 million. 

The structure was designed to serve 
a dual purpose. The interior was cus- 
tom built for banking, and the exterior 
was planned for architectural har- 
mony with other buildings presently 
being erected in the area. 

The street level of the building has 
two large entrances. Polished wood 
veneers and marble were used for walls 
and floors and the luminous white ceil- 
ings feature cove lighting. A total of 
29 banking windows are in the banking 
lobby and are designed for swift, con- 
venient customer service. 

The building represents completion 
of the first phase of a two-part con- 
struction program. An adjoining sec- 
tion is scheduled for completion in 
1961, and will provide the bank sub- 
stantial space for expanding facilities 
even further. 
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Insurance Premium 
Payment Plan 


A program which provides for the 
financing of life insurance premiums 
over a 12-month period was recently 
introduced by the Northeastern Penn- 
sylvania National Bank and Trust Com- 
pany, Scranton. Called the “Life Pre- 
mium Plan,” the program makes from 
$200 to $5,000 available for premium 
loans within a single year. 

The loans may be fully covered by 
insurance equal to the remaining un- 
paid portion of the contract, and rights 
and benefits of each policy are not 
disturbed in any way. The plan, which 
is available through life insurance 
agents in the area, may be renewed 
from one year to the other. It can also 
be used to combine casualty and auto- 
mobile premiums with life premiums in 
one monthly payment. 

According to Frank E. Hemelright, 
bank president, the bank made a broad 
study before introducing the program 
to make sure that such a service was 
needed. “It soon became apparent that 
many families, particulary among the 
younger age groups, have no life insur- 
ance at all,” Mr. Hemelright said. He 
added that the survey unquestionably 
indicated that the Life Premium Plan 
will have a special appeal to many in- 
dividuals, and the bank plans to make it 
available to as many people as possible 
in the northeastern Pennsylvania area. 
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Drive-Under Branch 
Opened in New York 


In a switch from the current drive-in 
trend among banks, the First National 
City Bank of New York City recently 
opened a “drive-under” branch at New 
York’s International Airport. Customers 
wishing to do business at the branch 
from their cars will actually drive 
under the building which is elevated 
above the ground level alongside the 
Idlewild Airport’s main roadway. 

The new branch contains three teller 
windows for motor banking and there 
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Exchange 


Every day millions of dollars change hands 
by checks on La Monte Safety Paper. For 
generations it has been the first choice of 
leading banks. Experience has proved its 
effective protection against fraudulent 
alteration. 


Bankers welcome the favorable impres- 
sion made on their customers by the 
fine writing surface, pleasing colors and 
evident quality of checks on La Monte 
Safety Paper. 


HE 

WAVY LINES ® 
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CAN YOU AFFORD 
NOT 
TO 
MODERNIZE? 


Bank modernization is not a luxury... it is a necessity in the 
modern business climate. 





In fact, remodeling can create the businesslike atmosphere 
so essential to greater growth. 


Art Metal has a world of experience in the manufacture of 
modern bank equipment. This proves a constant and 
invaluable asset to bankers and architects in bank planning 
and layout. When it comes to furnishing bank interiors— 
you should rely on this same experience that has proved so 
helpful to so many banks across the country. 


Write: Art Metal Bank Planning Division, Dept. 15, 
41 East 42nd Street, New York 17, New York. 


BANK OF DOUGLAS, FARMERS & STOCKMEN’S BRANCH, Phoenix, Ariz. 






Art N\etal 


41 East 42nd Street, New York 17, N. Y. 
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First National City Bank erects office in Idlewild airport 


is also a parking lot that will accom- 
modate more than 100 cars for cus- 
tomers who wish to conduct their busi- 
ness on the branch’s main banking 
floor. The main lobby of the new branch 
is called the “vista-vision” room, since 
it has a good view of the airport. 

The branch is the third that the bank 
has established at the International 
Airport. The others are located in the 
Arrival Building and the temporary 
Terminal Building. 
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Banking’s Story Told 
in 3-D Display 


In an attempt to tell the complete 
story of banking in a display medium, 
the Detroit (Michigan) Bank and Trust 
Company is currently exhibiting a 
three-dimensional display which pic- 
tures banking’s role in the American 
economy. Created to tell the story of 
how banks have become department 
stores of finance, the display has the 
added features of a continuous color- 
sound motion picture, and three audi- 
ence participation panels. 

One panel of the display relates bank- 
ing services to the needs of people who 
are paying for their houses and auto- 
mobiles. Another panel shows how the 


bank has contributed to the growth of 
new businesses and new jobs. A viewer- 
operated screen shows actual examples. 


+ ° ° 


Savings and Loan Group 
Offers Operations Manual 


The Accepted Internal Auditors Sec- 
tion of the Society for Savings and 
Loan Controllers has recently published 
a manual of operations. The manual is 
for the use of internal auditors whose 
audit programs are aimed at meeting 
the standards of the Federal Home 
Loan Bank Board. 

The manual lists all the methods used 
to perform the nine basic auditing pro- 
cedures listed in the F.H.L.B. regula- 
tions, and it also contains many alter- 
nate methods of performing the same 
job. Since the manual will be used by 
experienced auditors, no attempt was 
made to design work papers or forms. 

The Society hopes that use of the 
manual will help standardize savings 
and loan auditing procedures through- 
out the country. Members of the Soci- 
ety can obtain a copy of the manual 
free. Other interested parties can ob- 
tain copies at $5 each from the Society 
for Savings and Loan Controllers, 221 
N. LaSalle Street, Chicago 1, Illinois. 


3-Dimensional lobby display tells banking’s story to public 
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A Scientifie Approach to the Main Office Quarters 


By Spencer Weart 


Problem 








The problem of expanding a bank’s 
main office quarters has many facets, 
each requiring its own capital outlays, 
and each with its own tangible and 
intangible gains or losses. The ap- 
parently endless number of possible 
combinations and variables presents a 
real problem to the building committee, 
which eventually must make a simple 
“yes or no” decision on some specific 
solution. But there is a simple way 
out of this quandary, and it will cut 
down wasted effort. 

If all possible choices are listed, and 
all possible variables are equated 
against each choice, the effect will be 
to systematize the building committee’s 
thinking. It will also give the bank 
the opportunity to consider the com- 
bination of each choice and variable in- 
dependently. The best way to consider 
the combinations is to set up a grid 
of choice vs. variable. This will not 
only force clear thinking on the sub- 
ject but will also set a limit to the 
otherwise innumerable sub-variations 
of possible decisions. 

The building committee usually has 
two choices: construct a new building, 
or modernize the old facilities. All the 
possible variables for each choice should 
be listed so that those which are patent- 
ly out of the question can be eliminated 
immediately to save time and needless 
effort. 

Estimate capital. Once the grid has 
been established, it will be possible 
to estimate the capital needed for each 
combination of choice and variable in- 
dependently. The expected increase or 
decrease in net income from each com- 
bination can be similarly computed, as 


can the percentage 
return on the in- 
vestment needed. It 
is best to compute 
each combination 
individually to de- 
determine whether 
the return on the 
investment re- 
quired makes the 
combination feas- 
ible. 

A decision based 
on dollar-and-cent 
data alone, how- 
ever, is not conclu- 
sive until the in- 
tangible influences 
are weighed. The 
prestige of the bank 
in the community, 
the effect of being 
blamed for aban- 
doning a declining 
district, etc., must 
be considered be- 
fore a final deci- 
sion is reached. 
Sometimes an in- 
tangible may out- 
weigh all other con- 
siderations, including monetary. In this 
case, the fact should be faced immedi- 
ately, and alternate plans and varia- 
tions should be considered. 

Let’s take a case history based on 
actual experience to show how this 
system works, when all factors are 
brought into play and everything is 
given adequate consideration. 

Usual problems. A commercial bank 
in a medium-sized city with the usual 


Four brochures tell what building committee should consider before construction starts 
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Use of chart helps building committee 


downtown traffic and parking problems 
outgrew its main office which had no 
customer parking or drive-in facilities. 
In searching for the most practical 
means for expansion, the bank discov- 
ered that it had the following alterna- 
tives: 

1. The main office could be modern- 
ized where it was, or some immediately 
adjacent property purchased which 
would provide for a much better mod- 











ernization and the addition of drive-in 
facilities. 2. A short distance away, 
and in an equally desirable location, the 
bank owned land on which it could 
construct an entirely new building with 
space for both drive-in and parking 
facilities. 3. The bank could build a 
motor branch on the fringe of the 
central business district so that custom- 
ers could avoid downtown traffic. 

The expansion plans boiled down to 
the two choices mentioned earlier: either 
construct a new building, or modernize 
existing facilities. There were four 
variables for each of the two choices, 
or a theoretical eight combinations. A 
cursory inspection showed that one of 
these was impractical, as there would 
be no reason to purchase the adjacent 
property if an entirely new building 
were constructed elsewhere. The re- 
maining choices are shown in the ac- 
companying chart series, with the four 
variables equated against the two 
choices. 

Chart No, 1. The capital investment 
required for each separate combina- 
tion is shown in Chart No. 1. As can 
be seen, the heaviest investment would 
be for a completely new office plus a 
motor branch. A simple modernization 
of the old office, without the addition 
of drive-in facilities, would be the least 
expensive. 

The net increase in annual income 
was computed in Chart No. 2. Certain 
assumptions are made based on ex- 
perience. For example, a modernized 
old office would probably produce no 
increase in deposits unless the nearby 
property were purchased, when a modest 
increase of say $1 million might occur. 
On the other hand, an entirely a°w 
building might show a $2 million de- 
posit increase. 

Again, provision of a downtown drive- 
in would not show the same deposit 
increase as a motor branch. There are 
sundry savings in overhead, less addi- 
tional expenses for depreciation and 
manning a drive-in. The new deposits 
would generate their own marginal in- 
come. The results are tabulated in 
Chart No. 2, in which values again are 
in dollars. 

In computing the marginal return on 
investment for each combination, in 
Chart No. 3, the highest rate of return 
came from modernizing the old office, 
plus building a separate motor branch. 
The 13 per cent marginal net income 
illustrated here was far above any 
other combination. 

Consider intangibles. With these three 
steps completed, the bank then took 
up the problem of considering the in- 
tangibles. The evidence all pointed to- 
ward the bank remaining in the same 
location, since it had done business 
there for many generations. 

Thus the bank decided to modernize 
its present main office and to construct 
a motor branch. An orderly and system- 
atic marshalling of the facts made the 
directors feel that every possible alter- 
native had been considered and that 
the final decision was based on scientific 
analysis rather than whims, impres- 
sions, and individual inclinations. 
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I don’t mean a genie from a magic bottle, nor that stuff 

you pour from not-so-magic bottles. | mean Christmas spirit 
—which can be mighty helpful. With the aid of my 
Christmas Clubs, many financial institutions have translated 
this spirit into solid business for themselves. Here’s how! 


My Christmas Clubs bring people in. They discover 

other services and become regular customers. Many deposit 
part or all their Christmas money in savings accounts. 
And you just can’t find better goodwill builders. 


Get the most from this spirit with Rand M¢Nally’s Club. With 
their beautifully-made and 
. your Club is bound to be 


their complete service... 
carefully-printed materials . . 
successful and keep growing. 


For samples and full 
information, drop a line to: 
Rand MCNally & Company, 
Christmas Club Division, 

405 Park Avenue, New York 22, 
Box 7600, Chicago 80. 
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New System Cuts Time, Errors in Commercial Loan Operations 





A mechanized shortcut in commercial 
loan accounting procedures has been 
adopted by the Rhode Island Hospital 
Trust Company, Providence. The sys- 
tem, developed by John D. Buck, assist- 
ant secretary at the bank, eliminates 
much of the time-consuming work re- 
quired in loan processing by combining 
the teller and posting procedures at the 
teller window. 

The problem of handling commercial 
loans is always difficult because of the 
great variance in the amounts of the 


loans, the interest rate charged, the 
repayment provisions, and the classi- 
fications of loans. Before Hospital Trust 
adopted its present system, each com- 
mercial loan transaction was recorded 
manually on duplicate worksheets, and 
the customer was given a hand-written 
receipt. The system required the work 


of three persons, and involved five 
separate operations. 
Each worksheet represented one 


transaction. Included in the data which 
had to be written out was the amount 
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Phoenix is now infinitely closer to New York, 
Chicago, Denver, Salt Lake City, San Francisco 
and Los Angeles — thanks to the advent of jet 
air travel and non-stop plane connections.*@)More 
and more businesses and individuals are finding 
Arizona not only a wonderful vacation spot — but 
also an ideal location for that new “Garden Type” 
plant facility or as a distribution center. ~@ If 
your plans — or those of your friends and good 
customers — include Arizona, we hope you will 
think of the Valley National Bank! 


Carl te: Boner 


President 


The One Bank Serving ALL Arizona 


60 OFFICES 
Resources Over $14 Billion 














MEMBER 
FEDERAL 
OEPOSIT 
INSURANCE 
CORPORATION 









of the loan, whether payment was in 
cash or by check, whether this was a 
new loan or a renewal, the note num- 
ber, and other information depending 
on the classification of the loan. The 
teller used his worksheets to compile 
the day’s totals on loan payments, in- 
terest collected, loans made, and to 
prove the day’s activities. This in- 
volved a great deal of manual checking 
and sorting of worksheets by loan clas- 
sification. 

The duplicate worksheets were sent to 
a clerk who recorded either credits or 
debits to checking accounts, and then 
they were sent to the back office for 
posting to the customer’s ledger the 
next day. All of this work required 
constant rechecking and visual inspec- 
tion to eliminate the possibility of hu- 
man error. 

It was necessary for the teller to han- 
dle the note, debit or credit the custom- 
er’s checking account, prepare the cus- 
tomer’s statement, post the ledger, make 
the journal entries, and prove up the 
transaction. 

Years ago, the system was considered 
adequate. But as the volume of loan 
operations grew, it became too big for 
the teller to handle each transaction 
from beginning to end. So the operation 
was split, but the manual work re- 
mained. 

Paper bottlenecks. When Mr. Buck 
took over the commercial loan opera- 
tions 3% years ago, he began looking 
for a method to eliminate these paper 
bottlenecks. He finally hit upon the 
idea of reducing the cumbersome cus- 
tomer ledger to a 7-inch size so that 
it would fit into a compact accounting 
machine. He then assigned a different 
color code to each of the four main loan 
classifications—discount, demand, time, 
and accounts receivable financing. 

Each classification was broken down 
into two subcategories—unsecured and 
secured loans, and each account was 
assigned a pair of cards color coded 
to the classification of the loan in- 
volved. These cards are filed alphabetic- 
ally and cross-indexed in files placed 
within easy reach of the tellers. 

When a loan transaction crosses the 
teller’s counter, he inserts the proper 
ledger card into the machine, along 
with a customer’s receipt form, maturity 
tickler, and a debit or credit ticket. 
After picking up the old balance to the 
account, he indexes the amount and 
date of payment into the machine, and 
the machine simultaneously prints the 
information on all forms, and auto- 
matically computes the new balance. 

Immediate proof. A special pre-audit 
feature of the machine prevents the 
pickup of an incorrect old balance. In 
addition, the machine accumulates the 
amount of each transaction, thus pro- 
viding an immediate proof of the day’s 
work at the close of business. Previous- 
ly, it took more than 30 minutes each 
day to prove the transactions manually. 
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Diebold-McClintock vault 
ventilators have long been 
accepted as the surest, safest 
protection against the possibie 
panic of accidental or forced 
vault lock-ins. Now, the new 
Diebold-McClintock Mark || vault 
ventilator combines safety with 
Styling that's handsomely in 
harmony with modern vault 
design. Dramatically illuminated 
for instant and reassuring 
visibility within the vault, the 
Diebold-McClintock Mark || 
features continuous forced 
intake of fresh air . . | provides 
a port for conversation between 
those inside and outside 

the vault. 


The Diebold-McClintock Mark |i | 
vault ventilator can be installed 

in your vault without in any 9G 

way impairing vault integrity or ’ 


insurance classification. 
. 3 e ‘ J yy ‘ol, ? f/f 
Because there's no more secure OZ (OO Gea a o Kaa IM 


or attractive—way to Diebold, Incorporated, Dept. B- 28 
forestall the risks of lock-in, Canton 2, Ohio 


shouldn't you get details on the il Gentlemen: Please send complete information on the 
Diebold-McClintock .Mark || new Diebold-McClintock Mark II vault 
now? The coupon will ventilator. 
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Savings and Loan Association Growth Reflected in New Quarters 


New buildings sparkle inside and out in bid to attract and serve customers 


Bank Building Corporation of America hes Bank Building Corporation of America 
Clayton, Mo. A concave exterior facade of face brick, lime- Rapid City, S.D. Norman brick, architectural concrete 
stone and plate glass marks the new quarters of the Clayton and a window wall highlight the new First Federal 
Federal Savings and Loan Association. Built for future Savings and Loan Association. Building boasts one 
expansion, the building can support two more floors drive-in facility, is prepared to open a second window 


ee” ge 


Sheridan, Wyo. Completely carpeted, this striking lobby Troy, Ohio. A richly appointed lobby greets the visitor to 

of the First Federal Savings and Loan Association fea- the new building of the Peoples Building & Savings Asso- 

tures an unusual ceiling treatment, recessed customer ciation. Rich woods, traditional furnishings add to pleasant- 
desks and an attractive brick wall behind tellers ness of room. Note lounge on right of room 


Bank cuitaine com abtain of America ; Bank Building Corporation of America 
Kankakee, Ill. The spacious new home of the “iankakee Silver Spring, Md. The lobby of the Perpetual Build- 
Federal Savings and Loan Association is constructed of face ing Association’s new Silver Spring branch offers cus- 
brick, and plate glass in aluminum settings. Two drive-up tomer convenience plus attractive appearance, Mezza- 
windows and one walk-up window have been included nine area is easily accessible by central stairway 























Bank Building Corporation of Amerien ro The Cunneen Company 
The use of strong vertical lines to add feeling of height is tastefully accomplished by the three savings associa- 
tions above. At left, the First Savings and Loan Association of Fairlawn, New Jersey uses a glass paneled 
curtain wall. Center, First Federal Savings and Loan Association of Dover, Ohio, chose floor to ceiling windows. 
Right, extended windows at Real Estate Savings and Loan Association, Philadelphia, Pennsylvania 
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Eight More Banks Unveil New and Remodeled Quarters 


| Contemporary styling continues to dominate design of new buildings throughout nation 











Bank Building Corporation of America 
Pearlsburg, Va. An attractive blend of brick, stucco 
and plate glass highlights the new home of the Bank 
of Giles County. A drive-in window is convenienily lo- 
cated at the far side of the building off the parking area 


Ashtabula, Ohio. A striking colonial design has been chosen 

for the new home of The National Bank of Ashtabula. The 

colonial theme has been carried inside the building where 
richly appointed offices greet the bank’s customers 










eee ee ees a ALE eo ag 
Buffalo, N.Y. The new Marine Trust Company’s Black Rock 
office features full use of plate glass and low building lines. 


Note pylon that carries sign facing in three directions. 
Drive-in window and off-street parking lot are offered 


Seattle, Wash. This modern building is the new home 
of the Seattle-First National Bank’s branch in the 
Rainier district. The exterior is finished in white 
stone, concrete panels,.steel frame and aluminum sash 






Gardner, Mass. The Westminster ‘of- Pine Bluff, Ark. This compact and Tupelo, Miss. A canopied glass en- 





fice of the Gardner Trust Company 
has been opened in this colonial style 
building. The bank was founded in 
this same building in 1875. Both in- 
terior and exterior were modernized 


functional building is the Broad- 
moor office of the National Bank of 
Commerce. Note drive-in window 
sheltered by wide overhang which 
surrounds the modern structure 


trance highlights the new Citizens 
State Bank. Drive-windows and off- 
street parking area are located at 
rear of the building. Strong vertical 
lines add to striking appearance 


bets 
ie 











pany 


Atlanta, Ga. Located in a busy shopping center in the city, the Trust Company of Georgia’s Lenox Square office has been 
finished in reinforced concrete to blend with architecture of the shopping center. The two drive-in units seen at the 
right are connected to the main building by tunnel. The bank interior features a luminous plastic ceiling in the form of a 
series of inverted gables and the latest in office furnishings which add to modern appearance and customer convenience 
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INVESTMENTS 


One of the first banks to organize an 









Investment Research Department, The Bank of 
New York is regarded by correspondents as an 


invaluable source of investment information, 





Main Office: 
48 Wall St., New York, N. Y. 







175th Anniversary of 
NEW YORK’S FIRST BANK 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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Miller will review year’s activities 


in annual address 


ABA COMENTION PREVIEW 


Record number of delegates will hear significant speeches 
on problems of economy, business, and bank operations 


PROGRAM as significant as it 
is large awaits the record 
number of delegates who will 
attend the 85th Annual Convention 
of the American Bankers Associa- 
tion in Miami Beach, Florida, Octo- 
ber 25-28. Over 10,000 financial men 
and their ladies are expected to con- 
verge on the fashionable Fontaine- 
bleau and other famous Gold Coast 
hostelries. Delegates will have the 
opportunity to discuss banking prob- 
lems with their colleagues and also 
to hear outstanding speeches on cur- 
rent topics pertinent to the world of 
finance. 
Among the outstanding speakers 
scheduled to address the convention 
are: The Honorable Albert Rains, 
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By THOMAS L. CARRY 
Editorial Staff 
Burroughs Clearing House 


U. S.. Representative from Gadsden, 
Alabama; Dr. Paul McCracken, pro- 
fessor of business conditions, School 
of Business Administration, Univer- 
sity of Michigan, Ann Arbor; Winth- 
rop Rockefeller, Little Rock, Arkan- 
sas; Raymond J. Saulnier, chairman, 
Council of Economic Advisors, Wash- 
ington, D. C.; Herbert V. Prochnow, 
vice-president, The First National 
Bank of Chicago, Illinois; General 
James M. Gavin, executive vice-pres- 
ident, Arthur D. Little, Incorporated, 
Cambridge, Massachusetts; and Lee 


P. Miller, president of the A.B.A., 
and president, Citizens Fidelity 
Bank and Trust Company, Louisville, 
Kentucky. 

One of Mr. Miller’s main contribu- 
tions to the meeting will be his Presi- 
dent’s Address, which he will give at 
the First General Session of the con- 
vention. 

Mr. Miller’s administration has 
been marked by solid accomplish- 
ments in the field of education, legis- 
lation, and the fight against inflation. 

Notable among the achievements 
in the field of education was the es- 
tablishment of a National Trust 
School by the A.B.A.’s Trust Divi- 
sion. Scheduled to open next year, 
the school will conduct its classes at 
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Northwestern University, Evanston, 
Illinois. 

It was also under Mr. Miller’s 
guidance that the influence of the 
banking industry was greatly ex- 
tended in the field of education gen- 
erally. Through his efforts, educa- 
tional materials dealing with bank- 
ing were distributed to various 
schools around the country, and both 
finance and economic teachers ‘were 
invited to attend A.B.A. conferences. 

Passage of the new Reserve Re- 
quirement Bill by Congress was due 
in considerable measure to Mr. Mil- 
ler’s influence and the cooperation 
Congress received from the A.B.A. 
In addition, the A.B.A.’s newly-an- 
nounced long-range program to fight 
inflation was initiated under Mr. 
Miller’s guidance. 


General chairman of this year’s 
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Famous Miami Beach gold coast will be crowded with bank delegates 


convention committee is F. Lowry 
Wall, chairman of the board, The 
Miami Beach First National Bank. 
Assisting Mr. Wall as vice-chairman 
is Charles F. Shewmake, president, 
Florida National Bank and Trust 
Company at Miami. Mr. Wall and his 
committee have spent many hours ar- 
ranging the convention plans and, as 
of this writing, they were swamped 
with last minute details. Neverthe- 
less, Mr. Wall still had time to extend 
this welcome to the delegates: 

“As General Convention Chairman 
it is my distinct privilege to extend 
to the delegates and their wives a 
most cordial welcome to the forth- 
coming ABA meeting. 

“We hope you will extend your stay 
beyond Convention week so you will 
have a greater opportunity to become 
acquainted with us and with our 


very beautiful State of Florida. 

“All of us in Miami Beach and the 
Greater Miami Area will do our ut- 
most to make your visit here a de- 
lightful and memorable one in every 
respect, and we look forward to the 
pleasure of greeting you personally.” 

The entertainment part of the con- 
vention program will begin at 4:00 
p.m. on Sunday, October 25 with the 
usual reception in the pool and gar- 
den area at the Americana Hotel. A 
ladies luncheon will be held at 12:30 
p.m. on Monday, October 26, at the 
Miami Beach Exhibition Hall. The 
luncheon will be followed by a fash- 
ion show presented through the 
courtesy of Burdines, Incorporated. 
At 8:45 p.m. on Tuesday, October 27, 
delegates will be able to attend a mu- 
sical show at the Miami Beach Ex- 
hibition Hall. Entitled “An Evening 
With Paul Whiteman,” the show 
promises to be the highlight of the 
entertainment at the convention. 

The work of the convention begins 
on Sunday, with meetings of the 
A.B.A.’s committees, commissions, 
and councils. 

Monday will be devoted to the an- 
nual meetings of the four A.B.A. di- 
visions and the election of their of- 
ficers. Also on Monday, the tradi- 
tional Agricultural Breakfast will be 
held at 8:00 a.m. in the French 
Room, Fontainebleau Towers. 

Harry W. Schaller, chairman of 
the Agricultural Commission, and 
president, Citizens First National 
Bank, Storm Lake, Iowa, will pre- 
side. Principal speaker at the break- 
fast will be Dr. Earl L. Butz, Dean, 
School of Agriculture, Purdue Uni- 
versity, Lafayette, Indiana. His 
topic will be “Free Agriculture... 
Land of Opportunity.” 

Savings and Mortgage Division. 
Division President Louis Lundborg 
who is also vice-president, Bank of 
America, San Francisco, California, 
will open the meeting at 10:00 a.m. 
Monday. The session will be held in 
the Voltaire, Pasteur and Lafayette 
Rooms of the Fontainebleau. Follow- 
ing Mr. Lundborg’s remarks, Repre- 
sentative Albert Rains will speak on 
“Housing in a Full Economy.” He 
will be followed on the platform by 
Dr. Paul McCracken whose topic is 
“The Long Range Outlook for Sav- 
ings.” 

State Bank Division. This meeting 
will also be held at 10:00 a.m. 
Monday in the grand ballroom of 
the Fontainebleau Convention Hall. 
Louis E. Hurley, division president, 
will open the meeting. Mr. Hurley is 
also president of the Exchange Bank 
& Trust Company, El] Dorado, Ar- 
kansas. Principal speaker at this ses- 
sion will be Winthrop Rockefeller, 
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MONDAY, OCTOBER 26, 1959 
Savings and Mortgage Division: 


Fontainebleau Hotel, Voltaire, Pasteur, and Lafayette 
Rooms—10:00 A.M. 
Address of the President 
Louis B. Lundborg, Vice-President, Bank of America, 
San Francisco, California 
Address: “Housing in a Full-Employment Economy” 
The Honorable Albert Rains, U.S. Representative, 
Gadsden, Alabama 
Address: “The Long-Range Outlook for Savings” 
Dr. Paul McCracken, Professor of Business Conditions, 
School of Business Administration, University of Mich- 
igan, Ann Arbor 


State Bank Division: 


Fontainebleau Hotel, Convention Hall, Grand Ballroom— 

10:00 A.M. 

Address of the President 
Louis E. Hurley, President, Exchange Bank and Trust 
Company, El Dorado, Arkansas 

Address: “Rural Development Through Industrialization” 
Winthrop Rockefeller, Little Rock, Arkansas 

Remarks: 
New President, National Association of Supervisors of 
State Banks 


National Bank Division: 


Fontainebleau Hotel, Convention Hall, Grand Ballroom— 

2:00 P.M. 

Annual Report of the Division 
Acting President John S. Coleman, Chairman of the 
Board, Birmingham Trust National Bank, Birmingham, 
Alabama 

Remarks: 
The Honorable Ray M. Gidney, Comptroller of the 
Currency 

Address: “The Economic Situation Today” 
Raymond J. Saulnier, Chairman, Council of Economic 
Advisers, Washington, D.C. 


Trust Division: 


Fontainebleau Hotel, Voltaire, Pasteur, and Lafayette 

Rooms—2:00 P.M. 

Greetings 
Walter A. Wrase, Trust Officer, First National Bank in 
Fort Lauderdale, Florida 

Address of the President: “New Business Bifocals” 
Carlysle A. Bethel, Vice-Chairman of the Board, and 
Senior Trust Officer, Wachovia Bank and Trust Com- 
pany, Winston-Salem, North Carolina 

Address: “An Economic Program for Our Time” 
Herbert V. Prochnow, Vice-President, The First Na- 
tional Bank of Chicago, Illinois 


TUESDAY, OCTOBER 27, 1959 
First General Session: 


Fontainebleau Hotel, Convention Hall, Grand Ballroom— 
9:15 A.M. 
Call to Order 
Lee P. Miller, President, American Bankers Associa- 
tion, and President, Citizens Fidelity Bank and Trust 
| Company, Louisville, Kentucky 





PROGRAM—85th ANNUAL CONVENTION, 


AMERICAN BANKERS ASSOCIATION 


Presentation of the Colors 
American Legion Color Guard, Harvey Seeds Drum 
and Bugle Corps, Miami, Florida 

Invocation 
The Reverend R. Wiley Scott, Minister, The Commu- 
nity Church, Miami Beach, Florida 

Address of the President 
Mr. Miller 

Report of the official acts and proceedings of the Execu- 
tive Council 

Address: “One Hundred Years of Commercial Banking” 
Ben H. Wooten, President, First National Bank in 
Dallas, Texas 

Election of Officers 

Address 
Dr. Elvis J. Stahr, Jr., President, West Virginia Uni- 
versity, Morgantown 


WEDNESDAY, OCTOBER 28, 1959 
Second General Session: 


Fontainebleau Hotel, Convention Hall, Grand Ballroom— 

9:15 A.M. 

Call to Order 
President Miller 

Presentation of the Colors 
American Legion Color Guard, Harvey Seeds Drum 
and Bugle Corps,.Miami, Florida 

Address: “The Challenge of the 60’s” 
General James M. Gavin, Executive Vice-President, 
Arthur D. Little, Incorporated, Cambridge, Massachu- 
setts 

Report of the Resolutions Committee 

Address: “The Nation in Space” 
Dr. T. Keith Glennan, Administrator, National Aero- 
nautics and Space Administration, Washington, D.C. 

Inauguration of Officers 


AGRICULTURAL BREAKFAST 
Monday, October 26, 1959 


Fontainebleau Hotel, French Room, Fontainebleau Towers 

—8:00 A.M. 

Presiding 
Harry W. Schaller, Chairman, A.B.A. Agricultural 
Commission, and President, Citizens First National 
Bank, Storm Lake, Iowa 

Address: “Free Agriculture . . . Land of Opportunity” 
Dr. Earl L. Butz, Dean, School of Agriculture, Purdue 
University, Lafayette, Indiana 


ENTERTAINMENT—LADIES’ PROGRAM 


Sunday, October 25, 1959 


4:00 P.M.—Garden Party and Reception, Americana 
Hotel, Pool and Garden Areas 


Monday, October 26, 1959 


12:30 P.M.—Ladies’ Luncheon and Fashion Show, Cour- 
tesy Burdines, Incorporated, Miami Beach 
Exhibition Hall 


Tuesday, October 27, 1959 


8:45 P.M.—Musical Show under the direction of Paul 
Whiteman, Miami Beach Exhibition Hall 
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An expanding bank increased efficiency and groomed 
employees for middle-management succession 


. 





{ Tailor-Made Program for 
TRALMNG SUPERVISORS 


APID growth and expansion are 

always accompanied by oper- 

ating difficulties. In 1958, we 
found that a merger had swelled the 
staff to near the 600 mark, new busi- 
ness continued to flow in; new and 
expanded customer services were 
added, turnover continued to take its 
toll of skilled employees, and busi- 
ness forecasts for the already dy- 
namic Piedmont Carolinas regions 
showed us that the needs for top- 
flight banking service would continue 
unabated for some time. 

In a series of discussion meetings, 
we met with senior management to 
outline this problem and to chart a 
plan of action. The inescapable con- 
clusion was that our difficulties could 
best be met through making more 
complete use of the skills of our staff. 
We already knew that employees 
would develop further and more rap- 
idly under managers and supervisors 
who were highly skilled in handling 


By EDWARD S. HAMILTON and ROBERT L. KIRBY 


Vice-President 


Assistant Vice-President 


American Commercial Bank, Charlotte, North Carolina 


people. This brought us finally to a 
decision to teach our supervisory 
personnel how to direct others prop- 
erly. The means to this end was to be 
the development of a continuing pro- 
gram of non-technical supervisory 
training. 

It was agreed that our specific 
aims in setting up such a program 
would be to: 1. Teach staff members 
who supervise to recognize their re- 
sponsibilities. 2. Increase the under- 
standing by supervisors of company 
concepts, goals, and procedures. 3. In- 
crease basic supervisory skills. 

We took a number of time consum- 
ing steps to be certain that we had 
the right subject matter for our first 
Supervisory Development Seminar, as 


we decided to call it. We decided that 
the seminars would not be intended as 
a training course in any of the tech- 
nical work of the several depart- 
ments, but would be designed to place 
emphasis upon the “human” side of 
management—certainly the most dif- 
ficult aspect to master. 

We then studied the supervisory 
training programs of many large 
banks, banks our own size, and in- 
dustrial concerns who are outstand- 
ing in the field of supervisory train- 
ing. We corresponded with and vis- 
ited other banks and companies to 
observe training in progress, and dis- 
cussed the course at length with qual- 
ified university authorities who are 
familiar with training techniques. 








Supervisors attended six full-day sessions to cover 13 topics included in the supervisory development seminar 


n outside personnel director, James Nelson of Douglas Air- 


J. T. Springs, assistant vice-president, controls a “role-playing” ses- 
craft, Inc., leads discussion on employee motivation 


sion used while teaching skills of inducting a new employee 
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We had already decided that we 
would first select the different sub- 
jects to be taught, next determine 
who would teach the subjects, and 
finally determine where and how the 
instruction might best be handled. 
We prepared a list of the various sub- 
jects taught by the different organi- 
zations. We considered them as pos- 
sibilities, weighing them against our 
own needs. It was determined to 
build our course on the following 
subjects which became the actual 
course outline of our first seminar: 
Aims of Management, Responsibili- 
ties of a Manager, Authorities of a 
Manager, Qualities of Leadership, 
Personnel Policy Manual, Evaluation 
and Appraisal of Performance, Writ- 
ten Expression, Keeping Records, 
Motivation, Behavior, and Attitudes, 
Interviewing, Communications, Mo- 
rale and Discipline, Case Problems 
for Managers. 

We decided that we would have to 
adapt these general subjects to each 
level of supervision in order to best 
suit their respective needs. 

As we explored the problem, we 
became increasingly aware of the 
necessity to train many of the people 
above our “front-line” supervisors. 
Our middle and junior level officers 
and department heads would have to 
be taught to handle supervisors skill- 
fully if we were to expect the same 
from them. Consequently, we decided 
to extend this series of seminars over 
a broad range of levels beginning 
with the officers in charge of depart- 
ments down through the first level 
of supervision all the way to pre- 
supervisory groups, those people not 
in supervisory positions but who 
have displayed potential for such 
work. This last group would become, 
in effect, a “pool” of future supervi- 
sory people who could have the bene- 
fit of exposure to this teaching prior 
to the assumption of supervisory re- 
sponsibility. 

We felt that the classes should be 
grouped on a “horizontal”’ basis, 7.e., 
men at about the same level in all de- 
partments, instead of a “vertical” 
grouping of all levels of supervision 
within one or a group of depart- 
ments. In this way, fuller participa- 
tion could be realized without the in- 
hibiting influence of the presence of 
superiors and subordinates. 

Our best approach, we concluded, 
would be to conduct the course with 
all-day sessions for a given number 
of days. It was felt that maximum 
attention and interest could be real- 
ized if the participants were com- 
pletely divorced from their normal 
duties. 

We agreed to divide the day into 
four periods of about an hour and a 
half each, with breaks for coffee, 
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6. Were there topics on which too little time was spent ? 
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9. Reaction to each of the subjects listed 


The Aims of Management 

The Qualities of Leadership 

The Responsibilities of a Manager 
The Authority of a Manager 

The Personnel Policy Manual 
Evaluation and Appraisal of Performance 
Written Expression 

Keeping Records 

Motivation, Behavior, and Attitudes 
Interviewing 

Communications 

Morale - 

Case Problems for Managers 
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Future seminar plans are to be based partly on staff questionnaire 


lunch, and “stretches.” We were to 
try to cover the list of agreed upon 
subjects in six days—three one week 
and three the next. This would allow 
for a welcomed break at the half-way 
point and would not keep the partici- 
pants away from their regular duties 
for a full six-day period. 

At the same time, it was decided 
that each participant would have a 
much better atmosphere for concen- 
tration and learning if he received 
his training in surroundings which 
were entirely away from his depart- 
ment and even the bank itself. For 
that reason, we arranged to hold the 


seminars in a conference room of a 
local hotel. This gave us the addi- 
tional advantage of feeding the su- 
pervisors right at the scene. After 
the first day of the first seminar, we 
were convinced that this was to be 
one of the wisest features of the pro- 
gram. 

The selection of instructors and 
conference leaders has been one of 
the most interesting phases of the 
entire program. Their enthusiasm 
and participation have been key to 
the success of the program to date. 
We have used personnel directors 
See TRAINING BANK SUPERVISORS—Page 100 
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staff publications 


Views and suggestions of an editor 
who has written a thesis on 






BANK HOUSE ORGANS: 
Are They Really Worthwhile’ 


IKE an Aladdin’s lamp, a house 
magazine can make wishes come 
true. It is the best tool manage- 

ment has yet devised to mold the 
cpinions of employees. It is perhaps 
the best method known by which all 
personnel can be taught the philoso- 
phy and systems of operation of the 
sponsoring organization. 

Prior to 1929 the banking profes- 
sion was too reticent about the good 
things it did and the good causes it 
supported. When banks began to fail 
in the ’30’s, officers and directors 
searched for understanding friends, 
but they searched in vain. 

They discovered their staff mem- 
bers had been given too little infor- 
mation about their organizations or 
their profession; clerks were unable 





Colorful covers add interest 


By 
DONALD D. MARTIN 


Director of Advertising, 
First Trust & Deposit Company, 
Syracuse, New York 


to refute the charges hurled at all 
bankers. Even worse, these young 
men and women listened to the 
charges and then repeated them in 
conversations with their friends, rel- 
atives and customers. 

Some bank officials determined 
that this kind of a situation would 
never again develop in their institu- 
tions if they could prevent it. They 
set up new public relations programs, 
and as keystones, built into them reg- 
ularly-scheduled publications. 

Such papers, patterned after those 


Effective bank publication requires months of planning and layout by qualified editor 


in industry, help sell the company 
and the banking profession to the 
personnel. Company goals, decisions 
and policies, even though not put into 
definite statements, are evident be- 
hind the print in every issue. 

You can live in a modest house, be 
a pillar of your church and drive an 
old Ford to work, but if the people 
on your staff act and talk as if your 
bank were a Buchenwald, you are 
wasting your time and efforts. 

A public relations program is 
either fortified or weakened by the 
words and actions of your staff mem- 
bers. A house magazine is the sole 
vehicle you can use systematically to 
say the things you want to say to all 
employees in a uniform and pleasing 
manner. Within its issues can be 






Mr. Martin makes a choice of suitable illustrations 
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Mimeograph helps keep cost of printing low 


This bank solves its spot news problem by mimeographing Daily Flash sheets for employees 


packed everything in which an em- 
ployee is interested: sports, party 
data, humor, news about co-workers 
not seen daily, births and deaths 
(limited to immediate family or those 
living in the same household), pro- 
motions, etc. 

And sandwiched in is the material 
which tells the reader that his bank 
is a good employer, that he is getting 
a fair share of the corporate income, 
and that his community is a better 
one in which to live and work because 
he and his fellow workers have helped 






Unquestioned popularity of bank’s publication 


Staff eagerly awaits each new edition of Flashes 


to make it better in many ways. 

Usually these statements are not 
worded as bluntly as that, but the 
ideas behind them are injected deftly 
into the editorial content. 

Imagine for a moment that you are 
newly-graduated from school and 
have been on your bank’s payroll only 
a few weeks. What benefits would you 
gain from an _ intelligently-planned 
company publication? Here are a 
few: 

You would begin to be an impor- 
tant individual; your name and your 








is proven through 


House organ also carries bank’s message into homes 


picture would appear printed for you 
not only to see but to be able to show 
around. You would be recognized and 
appreciated for the things you have 
said or done. 

You would really “belong’’ to some- 
thing—and the something you have 
joined is an enterprise which merits 
and seems to reflect good judgment 
on your part. You would begin tu find 
out facts about your bank which you 
could brag about to your friends. 

You would begin to see eye-to-eye 
See BANK HOUSE ORGANS—Page 104 


enthusiastic employee reception 


















With automation in the air. Boston convention 


sets new high mark for interest as well 
as for delegate attendance 


VABAC'S EDEA ROUND-UP 
on Bank Operations 


ABAC’s 35th annual convention, 
held last month in Boston, not 
only abounded in specific, prac- 

tical ideas for the record 1,800 dele- 
gates but its program also empha- 
sized the broadened character of the 
association as typified by its new full 
name in which the word “Operation” 
has been added to “Bank Audit” and 
“Control.” 

Steadily throughout the years, the 
association has been widening its 
activities and influence beyond the 
original concept, and the name 


change is merely a recognition of 
this. President Malcolm H. Gibson in 
his convention report sought to allay 
fears that the change means that 
NABAC will no longer stress audit- 
ing and control. “As long as the 
number of defalcations in banks in- 





President Malcolm H. Gibson opens the meeting 


By 
THE EDITORS 


crease or remain at high levels, and 
as long as there are many banks lack- 
ing an adequate internal audit and 
control program, there can be no 
lessening of our efforts along these 
lines,” asserted Mr. Gibson, who is 
vice-president and cashier, Citizens 
Bank of Sheboygan, Sheboygan, Wis- 
consin. 

Expansion of the association’s 
overall activities continues apace, as 
reflected in the convention announce- 
ment that the curriculum of the 
NABAC School at the University of 
Wisconsin will be broadened next 
summer to include important new 
courses in cost analysis, depart- 







Program for this year’s convention, first under new name, typifies broad scope of NABAC today 





Portion of the “standing room only” crowd in attendance 





mental expense distribution, accrual 
accounting, and fraud prevention 
and detection. There will also be spe- 
cial “bull sessions” and a new series 
of small seminar sessions covering 
such topics as economics and mone- 
tary matters. 

Moreover, it was revealed at the 
convention that the NABAC Re- 
search Institute is going ahead with 
some important new studies that 
will provide additional performance 
standards in bank operations. 

NABAC is broadening geographi- 
cally, too. At the convention it was 
disclosed that a new conference is 
being formed in Venezuela, the first 
to be organized in South America. 

Even the broad-gauge nature of 
some of the convention addresses 
exemplified NABAC widened inter- 
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NABAC is developing guides for evaluating systems, operators 


ests. For instance, the topic “Should 
Bankers Be Politicians?” as cov- 
ered by Edward C. Bursk, profes- 
sor of business administration, Har- 
vard University. Or the discussion 
of “What Voluntary Organization 
Means to Freedom” by Erwin D. 
Canham, editor of Christian Science 
Monitor and president of the U. S. 
Chamber of Commerce. 

A program innovation was the 
staging of a mock bank hold-up by 
Boston agents of the FBI, after 
which members of the audience were 
brought on stage and’ questioned to 
see how exactly they could provide 
helpful information to identify the 
bandits. This followed a talk by In- 
spector Courtney A. Evans, from 
Washington, D.C., on how banks 
could prevent or help to solve real- 
life robberies. 

Entertainment features at the con- 
vention included an early bird recep- 
tion, a Boston baked bean breakfast, 
a New England open house, the an- 
nual banquet, and a sight-seeing 
tour to Gloucester for a clambake. 

Following is a summary of some 
of the talks at the convention’s busi- 
ness sessions. 


A Bank President and NABAC 


Further evidence of the growing 
importance of a _bank’s auditor, 
comptroller, and its operating men 
was seen in the timely remarks of 
Dayton F. Pauls, president of the 
Citizens Bank of Sheboygan, Sheboy- 
gan, Wisconsin. The broadened role 
of the operating man of today was 
contrasted to his position of 20 years 
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ago by the speaker who praised the 
efforts of the NABAC organization. 

Today the bank president is less 
concerned about gross income than 
he is about operating expenses, ac- 
cording to the speaker. To control 
the salary account, for instance, he 
needs help from automation. Fur- 
ther, he needs complete budget stud- 
ies, counsel on taxation, and stronger 
internal audit programs. “In brief, 
any bank needs the complete services 
of its operating men,” the bank pres- 
ident stated. 

A great deal of the credit for the 
emergence of the bank auditor and 
comptroller to a position of real re- 
sponsibility in banking today be- 
longs to NABAC, Mr. Marshall as- 
serted. “NABAC today finds itself 


in a position of success. Recognized 
by bankers and depended upon by su- 
pervising authorities for help in 
establishing satisfactory operations 
and controls, it has made its mark,” 
he concluded. 


The Auditor’s Relationship 


Further evidence of the auditor’s 
increasing role in the area of bank 
management was revealed in an ad- 
dress made by Steve H. Bomar, 
senior vice-president and treasurer 
of the Trust Company of Georgia in 
Atlanta, and former president of 
NABAC. In his speech entitled, “Im- 
proving the’ Auditor’s Relationship 
with Management and Personnel,” 
Mr. Bomar reminded his listeners 
that the area of the auditor’s service 
extends to every person in the bank 
from stockholder to customer. 

He urged auditors to take on the 
management’s point of view, and ac- 
quire a good idea of management’s 
problems. The auditor, the speaker 
contended, is in an excellent position 
to see that proper procedure is being 
followed in the operations of a bank. 
He can be, in fact, the eyes and ears 
of management. 

He further urged auditors to use 
the facilities and reports of NABAC. 
The field of cost accounting, accord- 
ing to the speaker is but another 
area where the alert auditor can do a 
real service to his bank. “We should 
always remember that we are in a 
service industry, and are becoming 
more dependent on service fees as a 
basis of income,’ Mr. Bomar as- 
serted. “An adequate cost system is 
important to management.” 

Mr. Bomar had three suggested 
steps in the preparation of an audi- 
tor’s report to management. First, he 
asked that the report be one that the 
auditor himself would like to receive, 
remembering that management’s con- 
cept is the overall concept. Secondly, 


FBI agents simulate bank robbery, quiz delegates on details 
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One of the lighter moments: the New England Open House 


Boston diet includes baked beans, clambake, meaty programs 


he urged that reports be concise and 
devoid of unnecessary detail. The 
third rule would place items in the 
order of their significance. 


Check Mechanization Program 


As might be expected, a highlight 
of the convention program was the 
symposium on automation of check 
processing, with five speakers dis- 
cussing different aspects of what is 
termed as “the greatest single de- 
velopment in the history of banking.” 

The thorny road traveled to date 
in bringing the common machine lan- 
guage program to fruition, and the 
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basic problems yet remaining, were 
knowingly sketched by John A. Kley 
from his vantage point as chairman 
of the Technical Committee for 
Mechanization of Check Handling, 
America Bankers Association. 
According to Mr. Kley, who is ex- 
ecutive vice-president, The County 
Trust Company, White Plains, New 
York, the program had its genesis in 
1953. A memorandum suggesting it, 
prepared by Edward T. Shipley, 
comptroller and auditor, Wachovia 
Bank and Trust Company, Winston- 
Salem, North Carolina, was passed 
along to the A.B.A.’s Dr. Harold 





Stonier by Robert M. Hanes, then 
president of Wachovia. Then fol- 
lowed formation of the technical 
committee to hammer out specifica- 
tions of a check automation program, 
in close conjunction with machine 
manufacturers. 

Pitfalls along the way were traced 
by Mr. Kley: the many types of en- 
coding systems to be considered, all 
with their special merits; the prob- 
lem of proper location and placement 
of the magnetic ink coding on the 
check; the thorny job of selecting a 
type font, and setting up printing 
specifications. 

With these hurdles negotiated, 
there are still difficulties to be re- 
solved, Mr. Kley warned. One con- 
cerns the reported inability of many 
check printers to meet the coding 
specifications, and the pressure to get 
them relaxed. On this point, the 
speaker asserted: “. . . we have a 
grave responsibility before these 
specifications are modified in toler- 
ance. They were designed primarily 
to be read accurately and dependably 
by all document readers. The print- 
ing industry, of necessity, must up- 
grade its standards and its concepts. 
Certainly, this must take place be- 
fore any drastic relaxation of the 
specifications can be considered.” 
Meanwhile, Mr. Kley cautioned bank- 
ers against making “impetuous or 
unreasonable demands” on_ check 
printers or machine manufacturers 
during this period of refinement. 


Numbering and Imprinting 


The future of the Magnetic Ink 
Character Recognition (MICR) pro- 
gram for check handling may well 
depend upon how intelligently bank- 
ers solve the problems surrounding 
account numbering and check im- 
printing—the input phase. 

In so stating, Forde U. Steele, vice- 
president, Central National Bank of 
Cleveland, also declared that never 
before has the future of bank opera- 
tions depended to such a degree on 
customer cooperation. “Unless our 
customers will use checks with mag- 
netic ink and unless they will treat 
them as in-put documents rather than 
as just negotiable instruments, the 
mechanization of check handling will 
be less profitable than bankers ex- 
pect,” he added. A carefully planned 
and continuous educational program 
to reduce the number of rejects due 
to physical mutilation was said to be 
a requisite. 

In choosing a numbering system, 
Mr. Steele stated, one of the first de- 
cisions is whether it should be de- 
signed primarily to facilitate the 
sorting or the posting operation, be- 
cause the requirements of these two 
operations may not be_ identical. 
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“Since for most banks the larger 
part of their cost savings will be in 
check handling,” the speaker con- 
tended, “it seems only logical that the 
numbering system should be de- 
signed primarily to facilitate sort- 
ing.” 

Next, on the problem of getting 
readable magnetic ink encoding on 
checks and deposit slips, Mr. Steele 
said that banks will have to take the 


initial responsibility for making cer- 
tain that only acceptable items enter 
their check handling systems. ‘We 
can be reasonably sure of accomplish- 
ing this by permitting customers to 
use only checks which are imprinted 
by qualified printers, and by evalu- 
ating an adequate number of sam- 
ples from each imprint order,” he 
explained. “‘While each bank could 
qualify printers independently, sepa- 
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rate action by each bank would result 
in a tremendous duplication of effort. 
Therefore, it is suggested that 
groups of banks may work together 
to qualify local check imprinters. 
As to who should pay for the 5 to 
15 per cent additional cost of checks 
imprinted with magnetic ink, Mr. 
Steele opined that the banks should 
assume this since they will be the 
See NABAC'S IDEA ROUND-UP—pPage 107 











New Breakthrough Scored in Bank Automation Progress 


Report on Lower Cost Computer System That Retains Traditional Visual Records 














shown in a new visible record 
computer system that makes full 
electronic automation economically 
feasible for a broad range of banks, 
and also enables them to retain the 
practical benefits of traditional hard- 
copy printed accounting records. 
Bankers seeing the equipment 
demonstrated for the first time last 
month at a research laboratory of 
Burroughs Corporation not only ex- 
pressed approval of the retention of 
visual records, with their convenient 
access for teller referrals, customer 
inquiries and officer reviews, but 
they also particularly noted the price 
tags of $217,400 for purchase of the 
system or $3,975 for monthly rental. 
It is estimated that the system can 
be used to advantage by banks hav- 
ing a “mix” of only 10,000 accounts, 
including checking and savings ac- 
counts, loans, etc. This is said to be 
especially true when the additional 
benefit of increased management in- 
formation that the equipment can 
provide is taken into consideration. 
Bankers witnessing the demonstra- 
tion of the equipment remarked upon 


© ‘show: G banker interest has been 


the relative simplicity of opera- 
tion, and the fact that it requires 
only one person in attendance. They 
noted that it is capable of handling 
18,000 accounts in a 14-hour day, in- 
cluding proving in and posting, bal- 
ance transfers, analysis, etc. This 
output, it was explained, is based on 
a normal 40 per cent activity for the 
accounts, involving approximately 
15,000 items. 

Triggering the system is the mag- 


. netic ink “common language” code 


(E 13B type font) established by the 
American Bankers Association. The 
computer system reads the encoded 
information as to account number 
and amount directly from checks, de- 
posit slips and other documents, and 
automatically computes, selects and 
posts customer account records in- 
stead of storing the data on tapes as 
does the conventional computer. 

While the new equipment is offi- 
cially designated the B 251 Visible 
Record Computer, it is actually a 
complete data processing system that 
includes four major units. 

First is the high-speed sorter 
which not only eliminates the time 


consuming job of sorting checks and 
other items manually, but also reads 
the magnetic characters to provide 
input data for the computer. 

The computer unit processes the 
information read by the sorter and 
simultaneously directs the third unit, 
the record processor, to update the 
individual ledgers. The record proc- 
essor is what makes the system, in 
the words of one observer, “an en- 
tirely different breed of cat.”’ Ledger 
cards are transported through this 
unit at a top speed of 200 per minute, 
automatically halting only those ac- 
count records for which there is ac- 
tivity. The wide-line printer used to 
update the ledgers and prepare other 
visual records prints at the rate of 
260 lines per minute. One feature of 
the record processor that impressed 
bankers at the demonstration is that 
it does not require operator inter- 
vention when a ledger card is filled; 
automatically the filled card is refiled 
and new one headed with the account 
number and forwarded balance. 

Fourth unit is a console that pro- 
vides communication between the 
See AUTOMATION BREAKTHROUGH—Page 98 


Bankers see four units of new visible record computer system in operation at research center 


One banker group, with record processor and console in background 
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... another group inspects computer “insides” 
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The greatest thrill in family life .. . the buying of a new home. The greatest loss . . . when 
the father is unexpectedly taken away. Federal’s Mortgage Redemption Insurance protects 
you and the family from the tragedy and heartbreak of foreclosure. 


Federal has 
a flexible plan 


you can use... 
profitably! 


You insist on fire insurance to pro- 
tect your mortgages, but the chances 
of a home owner dying during the 
mortgage period are 16 times greater, 
according to actuarial tables. 

No prudent lender takes this risk 
needlessly. 

Federal’s flexible Plans, designed 
by lenders themselves, meet the re- 
quirements of every mortgage need. 
We serve a rapidly growing list of pro- 
gressive financial institutions from 


coast to coast with these vital Plans. 

Each Plan is specifically de- 
signed to meet your exact needs and 
includes all Sales and Operational 
procedures, completely eliminating 
burdensome detail. You reduce home 
mortgage risks at no cost to your 
institution. 

Federal Mortgage Redemption 
Insurance removes the natural fears 
of a family undertaking what is 
normally its largest financial obliga- 
tion. It is persuasive proof of 
friendly interest in your customer’s 
welfare; true Customer Relations 
at its best. 

Federal also offers low-cost, in- 
dividualized group employee welfare 
plans designed for your specific needs. 


Trained service representatives coast to coast. Your inquiry is invited 


FEDERAL 


LIFE & CASUALTY COMPANY 


WOLVERINE-FEDERAL TOWER, BATTLE CREEK, MICHIGAN 


$397,778,257 
$345 886,392 
$274,433,176 


$114,099, 328 


$109, 755,913 
$64,365,352 
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personal 
protection 
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President Confident 
On Interest Rate Rise 


Although disappointed that the ad- 
journing Congress failed to authorize 
an increase in the 4%4 per cent in- 
terest rate ceiling on bonds of more 
than five years maturity, issued by 
the Treasury, President Eisenhower 
expressed pleasure over the fiscal ac- 
tions that Congress did take in re- 
sponse to his appeal, and voiced con- 
fidence that the adjournment period 
would be used to good effect by the 
financial community in building up 
pressure on the returning Senators 
and Congressmen. 

The increased permissible rate on 
Series E and H savings bonds, he 
observed, “ought to at least allay the 
fears of the holders, 40 million peo- 
ple, and stop any rush toward their 
cashing in.’”’ The new rate is 334 per 
cent. 

But he acknowledged that the Ad- 
ministration “seems to have failed” 
in the effort “to get people to com- 
prehend what these facts really mean 
to the United States ... and I think 
that the financial community, insur- 
ance companies, the banks and every- 
body else, has a job to do on educat- 
ing the public.” 

The President appeared to believe 
that the banks were less than fully 
enthusiastic for the long-term inter- 
est rate boost. 

“In the original case when we 
proposed this,” he remarked, “many 
of the banks came down opposing it. 
Well, they have all been converted, 
so far as I know, and they are talking 
about supporting the Administration 
view very strongly. 

“If this happens, then the public 
and the Congress itself are going to 
get so educated that there will be no 
trouble about this.” 


* ¢ od 


Balderston Explodes 
Easy Money Theories 


When interest rates become un- 
comfortably high, the world’s worst 
way to bring them down is to resort 
to easy money policies. 

So warned C. Canby Balderston, 
vice chairman of the Federal Reserve 
Board in an inquisitive analysis pre- 
sented before the National Associa- 
tion of State Auditors, Comptrollers 
and Treasurers. Defending the policy 
of monetary discipline, Dr. Balders- 
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By JOHN DONOGHUE 
Washington Correspondent 


ton cited as a classic example of the 
accomplishment in France during 
the past two years, once the lesson 
was learned. 

“At the end of 1955,” he related, 
“France began to exhibit evidence of 


how over-expansion of economic ac- 
tivity tends to increase inflationary 
pressure ... between January 1956 
and July 1957 France lost half of her 
reserves of gold and dollars. 
“Ultimately, however, these infla- 
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book shows 
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of the 
Southwest 
can 
help 
you 


It will be a pleasure 
to send you your free 
copy of our new book 
describing 44 corre- 
spondent bank serv- 
ices offered to our 
customers. Write to- 
day to J. B. Hill, vice 
president and man- 
ager, Correspondent 
Bank Department. 
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tionary pressures were reflected in 
sharply rising internal prices, and in 
the space of a little more than a year 
the French franc was devalued twice 
by a total of about 30 per cent. The 
French stabilization program, devel- 
oped in late 1957, was endorsed and 
tightened by Gen. deGaulle at the 
end of 1958. It was made up of the 
time-honored remedies: Reduction of 
government expenditures; increased 
taxes; restriction of credit to private 
industry. These were accompanied by 
devaluation of the currency.” 
During the correction period, up 
until the time the time the stabiliza- 


tion effort began to take effect, 
French interest rates were not only 
high but rising. But when the French 
economy became stabilized and price 
levels were brought under contra], 
Dr. Balderston pointed out, interest 
rates declined steadily. 

“While it is true that the move- 
ments in French interest rates have 
been in part a function of movements 
in economic activity, informed ob- 
servers are agreed that restoration 
of confidence in the currency was one 
of the main reasons for the decline 
in French interest rates since the 
latter part of 1957. 













Teller location 
and drive-in 
window at 
Improvement 
Savings and 
Loan Co., 
Aurora, Illinois 


DAGE 
TV 


Keeps 

Drive-In 
Windows 
Efficient 


Dage TV solves the problem of unproductive time of tellers at drive-in windows. By combining it with a 
pneumatic carrier, any teller within the bank can also serve drive-in depositors at remote locations. Teller 
time is utilized 100% —other work can be performed in the time commonly wasted during inactive periods. 


There are many other advantages. The duplication of equipment and records is eliminated. Security is 









assured. Dage TV systems have permitted lower construction costs on 
drive-in facilities both adjacent to the building and remote from it, 
as well as making them feasible by overcoming space limitations. 


Dage TV systems are also effectively utilized for security 
surveillance and inter-department data transfer. Write for 
information on how Dage TV contributes to efficient banking. 


DAGE TELEVISION DIVISION JX 
Thompson RE 


Ramo Wooldridge Inc. 


2210 W. 10TH STREET, MICHIGAN CITY, INDIANA 








“In other words, the path to lower 
interest rates is not easier money, 
but appropriate monetary and fiscal 
policies. 

“If low interest rates are desired 
(and I favor rates as low as compati- 
ble with the savings we need) there 
is no prescription to equal that of 
continued fiscal and monetary disci- 
pline. 

“Interest rates are high under in- 
flationary circumstances because in- 
flation affects adversely both the 
habit of saving and the allocation of 
funds to the capital markets. When 
they expect price-level advances, peo- 
ple have relatively little incentive to 
put funds away in savings, and al- 
most none to retain them in any type 
of fixed-money obligation. 

“Speculation distorts and inhibits 
the country’s rate of growth and up- 
sets the financing programs of all 
borrowers, including governments,” 
Dr. Balderston concluded. 


4 ° ° 


International Finance 
Agencies Raise Sights 


At the beginning of this month, 
the World Bank became a teen-ager, 
thirteen years old, and like all other 
teen-agers it is an entirely different 
type of being from the institution 
which took birth in 1946. During its 
early years of growth it has absorbed 
an enormous amount of education 
and experience; it has outgrown the 
once-fantastic capital subscription of 
$10 billion; it has seen its own name 
become obsolete, for the Internation- 
al Bank for Reconstruction and De- 
velopment no longer has any recon- 
struction problems. 

As a Washington building scene 
illustrates, the appropriate word in 
the title would be “New” construc- 
tion, which along with “Develop- 
ment” correctly describes the World 
Bank’s scope of activity. 

Parallel to the doubling of its cap- 
ital (to $21 billion) the Bank has 
needed a doubling of its head office 
facilities. A next-door office building 
was acquired, and the Bank’s manner 
of converting it to useful service is 
typical of the Bank’s understanding 
of the term “Development.” A more 
impatient management would have 
torn the old building down and put 
up a new one to suit its taste. But 
not here. The foundations and the 
frame of the old building were ex- 
amined and declared sound. Why, 
then, destroy it? With the philosophy 
which has influenced the Bank’s 
world-wide operations, the decision 
was to build upon what already 
exists. 

The doubling of capital was worked 
out on the same theory. For most 
countries, the subscription was sim- 
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If you’re dealing in Governments, 
deal with us 


Here at The First National Bank of 
Chicago, the experienced men in our 
Bond Department are ready to give 
you prompt service in Governments. 


You’ll get an immediate bid or 
offering because we maintain a pri- 
mary market. There’s no delay; we 


carry a substantial position in 
government issues, including 
Treasury bills and notes. 


This is just one of the services we 
offer to our correspondents. If you 
do not already have a correspondent 
relationship with us, consider this a 


cordial invitation to call us. We look 
forward to serving you. 


The Government Bond 
Department 


Telephone: FRanklin 2-6800, 
Extension 358 or 
Chicago LD 92, 93, 155 or 313 


The First National Bank of Chicago 


Dearborn, Monroe & Clark Streets - Building with Chicago since 1863 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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ply increased 100 per cent. But for 
countries that have completed their 
reconstruction, following the ravages 
of World War II, the new subscrip- 
tion was proportionally much great- 
er. To their credit, these countries 
which were economically against the 
wall when the Bank was formed, and 
are now aggressively back in com- 
petition, have recognized the equities 
involved and have accepted the over- 
size assessment without complaint. 

This is easily understood. It is 
clear in memory when the Japanese, 
with their economy shattered, asked 
for an allotment of steel, then being 


rationed to United States fabricators 
—so that they could replace spindles 
on textile machinery. In the desper- 
ate last days of the war, they had 
melted spindles to make war-heads.* 

The 100 per cent increase of the 
World Bank has been accompanied 
by a 50 per cent capital increase in 
the International Monetary Fund. 

In both instances, the additional 
subscriptions were left subject to 
call, becoming contingent obligations 
on the part of member countries. The 
effect is to add to the stature of the 
Bretton Woods institutions in the 
borrowing market. 








New York’s Golden Tower passes 
the Giant Janitor’s White Glove Test 


It takes a Giant Janitor to keep America’s most important buildings 
White Glove Clean. And American Building Maintenance Company’s 
Giant Janitor service is the world’s largest cleaning force. 

ABM’s Calculated Cleanliness results from exhaustive material 
testing, outstanding skill and experience—and most of all, a giant staff 
of well-qualified people under critical supervision. For almost 50 years, 
ABM has serviced structures of all sizes, at reasonable cost. No job is 
too big, no job is too small. It is our pleasure to service New York’s most 
fabulous new skyscraper, 575 Lexington Avenue, and thousands of other 
important buildings in the United States and Canada, all of which bene- 
fit from this experience. We should be happy to put our tremendous 
store of information at your disposal, without obligation. 


American Building Maintenance Co. 


World’s Largest Janitorial Contractors * Throughout the United States and Canada 


Serving more than 40 cities « Address inquiries to 335 Fell Street, San Francisco 2, Calif. 
or consult your telephone directory 
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Bretton Woods Concept 
Inspires New Agencies 

When the initial plans for a world- 
wide financial organization were laid 
during World War II, a single giant 
institution was envisaged. It was to 
assume the dual function of making 
loans to needy countries and adjust- 
ing balance of payment difficulties. 
All this was to be under a single 
authority. 

With rare foresight, the financial 
leaders of the United States declined 
to support the single-institution de- 
sign, and history has proved them 
right. The role of the American 
Bankers Association in these early 
developments was significant and ef- 
fective. Though somewhat suspicious 
of the whole undertaking, the A.B.A. 
told the House and Senate Commit- 
tees that it would be acceptable pro- 
vided the two objectives were placed 
under separate managements. This 
view prevailed, and as a result the 
World Bank and the Monetary Fund 
were established. with separate 
boards of directors, although under 
the same Governors, one for each 
member nation. 

This principle of distinct manage- 
ment for each function has been 
demonstrated to be wisely conceived, 
for events over the past decade have 
provided opportunity and need for its 
further application. 

The first of these was the realiza- 
tion that the original articles did not 
provide for loans to private develop- 


| ment enterprises in member coun- 


tries. This raised the question 
whether the World Bank should take 


| on this additional function, some- 





what in conflict with its over-all man- 
date to make loans on a government- 
guarantee basis. On the basis of 
prior experience with separation of 
functions, the answer was an obvious 
No, and the third annual report of 
the International Finance Corpora- 
tion testifies to the soundness of the 
establishment of the additional 
agency. 

The I.F.C. is frankly a venture- 
capital concern. It invests in the 
capital stock of companies formed 
for the industrial development of 
other countries. There is higher risk, 
therefore a higher rate of yield when 
ventures prove successful. 

Meanwhile, there have occurred 
expanded foreign loan activities such 
as those of the Export-Import Bank 
and the Inter-American Development 
Bank, to name but two. The latest is 
the formation of the International 
Development Association which takes 
a new approach—advancing hard- 
currency funds repayable in part in 
soft-currency funds. This is more a 
political than “bankable”’ program. 
There may be some losses, but the 
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At International Airport, San Francisco, 
motorized messengers of American 
Trust Company maintain a 24-hour 
vigil for all incoming airmail items with 
A.M.F. stickers and Air Express ship- 
ments with Hold-at-Airport tags. 


By using these special labels on all 
cash letter sendings, your items can be 
processed by our Day and Night 
Transit Department within 30 minutes 
after arrival at the airport. 
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Time saved in the collection and 
availability of funds can often amount 
to as much as two days when you route 
all western items through American 
Trust Company, San Francisco. 


Write today for our 12-page bro- 
chure, “Speed and Service,” which 
outlines the many advantages of our 
specialized routing service. We will also 
send you a supply of our high-speed 
A.M.F. stickers and Air Express tags. 
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political gains are calculated to over- 
come them. 

The most lucid explanations of 
these criss-cross questions were set 
forth in a mid-September speech by 
Assistant Secretary of the Treasury 
T. Graydon Upton before the For- 
eign Traders Association, in Phila- 
delphia. 

“The International Bank,” Mr. Up- 
ton said, “drawing the bulk of its 
capital funds from private capital 
markets, is required to satisfy itself 
that each loan it makes is ‘bankable’ 
in the sense that the borrower will 
be able to repay on schedule, and in 


the money in which the loan is made. 

“In some instances and in some 
countries, this means that the Inter- 
national (World) Bank is not able to 
lend for some projects which do not 
meet its criteria. Productive as lodns 
for roads into the interior of a par- 
ticular country may prove to be, for 
example, they may not be high 
enough ‘on the scale of priorities 
to warrant incurring debt service 
charges in foreign exchange on the 
Bank’s regular terms. 

“Over a long and indeterminate 
period they may indeed increase the 
foreign exchange income of the coun- 
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try in which they are placed. But 
they are almost certain to increase 
internal production, to stimulate de- 
velopment of new areas, to widen the 
opportunities for commerce, and to 
further the social and economic in- 
tegration of the area into which they 
run.” 

In the past, only the United States 
has been prepared to make these 
“soft credit” loans, Mr. Upton ob- 


served. But now the war-ravaged 


countries are back in competition, 
and the attitude of the United States 
is: “The continuing prosperity of the 
world will be furthered if all of us to- 
gether cooperate in speeding the eco- 
nomic advance of the less developed 
countries.” 
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Lower Down Payments 
Approved for F.H.A. Loans 


In a third effort, Congress man- 
aged to clear a housing bill accepta- 
ble to the President. The repeated 
tries, under the overhanging shadow 
of Mr. Eisenhower’s veto power, 
were evidence that the legislators did 
not wish to go home with a record 
of failure to come to terms with the 
Chief Executive at a time when the 
emotional pressure on housing was 
at a low head of steam. 

Realistically, interest rates on 
F.H.A.-insured mortgages in the 
various categories were permitted to 
rise in the range of 34 to 1 per cent; 
in contrast, the required down pay- 
ments on direct sale housing (singles 
and doubles) and urban renewal area 
housing were scaled down. The final 
bill provided for 3 per cent of valua- 
tion up to $13,500; 10 per cent of 
valuation up to $18,000; and 30 per 
cent of valuations over $18,000. 

The maximum amount of an in- 
sured mortgage covering a one-fam- 
ily home was boosted from $20,000 
to $22,500 and a double house can go 
to $25,000. In an urban renewal area, 
a three-family home can carry a 
mortgage as high as $30,000. 

A direct loan program is provided 
for housing elderly people (62 years 
of age or older). The bill authorizes 
an appropriation of $50 million as a 
revolving fund from which the Hous- 
ing and Home Finance Administrator 
may make loans to private non-profit 
corporations to construct, rehabili- 
tate or convert structures to provide 
rental housing or related facilities 
for elderly families and elderly per- 
sons. Loans are limited to 98 per cent 
of the total development cost of con- 
struction with a maximum interest 
rate of either 234 per cent or the 
total of 144 per cent plus the average 
annual interest rate on all interest- 
bearing obligations of the United 
States, whichever is the greater. 
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NOW— another new dimension in electronics and data processing... 





Burroughs Corporation announces 


A NEW ELECTRONIC 


Combines for the first time 


@ electronic data processing with 
magnetic ink character recognition 


@ high-speed production of hard copy 
accounting records 


Gives you up-to-the-instant 


® vital management data for improved 
operational control 














COMPUTER THAT IS DIFFERENT 
THE NEW BURROUGHS B251 VISIBLE RECORD COMPUTER 


adds a new dimension to what already is one of the broadest lines of computer systems. Here is a computer with high- 
speed transistorized logic and magnetic core memory that controls and integrates major accounting functions. 


This computer with a difference offers you these advantages: It provides management data for close control of operations 
and planning. Completely automatic operation that requires only a supervisor. Simple programming that can be 
mastered easily by your personnel. Brings broad-scale data processing within reach of more and more banks of all sizes. 


Get details now on the new Burroughs B 251 Visible Record Computer and its application to your financial institution. 
Call in a Burroughs Systems Counselor or write Burroughs Corporation, Burroughs Division, Detroit 32, Michigan. 





“22 Burroughs Corporation 


“NEW DIMENSIONS /| in electronics and data processing systems” 
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We hope you'll be taking that road with 
all of us—directly to the 85th annual ABA 
convention. If you’ve been before, you 
know the rewards in the give-and-take of 
new ideas; the pleasures of renewing old 
friendships. If you’re a first-timer—you’ll 
come to know these things fast! Either 
way, we look forward to seeing you, and 
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updating you on things at the “ First”’ in 
St. Louis. October 25 to 28. Won’t you 
look us up? 


Meantime, if you’d like some details on 
our correspondent services, just drop a 
line for our free booklet ‘‘Sincerely Yours.” 
Address: First National Bank in St. Louis, 
St. Louis 1, Missouri. 





Meredith C. Jones 


Senior Vice President Vice President 





Edwin S. Jones 
Vice President 





Wilhelm R. Mesenbrink 





Harry L. Smith 
Vice President 





THE FIRST 


NATIONAL BANK 


IN ST.LOUIS 


| 
i mI 


Carroll F. Burton 
Vice President 





Raymond T. Swancutt 
Vice President 


Burroughs Clearing House 

















THE PERSONALITY SPOTLIGHT 











RICHARD A. NORRIS 


New Riggs National president 


Richard A. Norris has been named 
president and chief administrative of- 
ficer of the Riggs National Bank, 
Washington, D. C. The former exec- 
utive vice-president succeeds the late 
Hulbert T. Bisselle. 

Mr. Norris served as president of 
the Lincoln National Bank when it 
was consolidated with Riggs National 
in 1958 when he was elected executive 
vice-president of the consolidated 
bank. A former president of the D. C. 
Bankers Association, Mr. Norris has 
been in banking for 38 years. 
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In major changes at the Franklin 
National Bank of Long Island, Frank- 
lin Square, Arthur T. Roth retains his 
post as board chairman and chief ex- 
ecutive officer, but has relinquished 
the title of president to Paul E. Pross- 
wimmer, former executive vice-presi- 
dent of the bank. 


+ 


Four new executive vice-presidents 
and three new senior vice-presidents 
have been appointed by Bank of 
America, San Francisco, California. 
Appointed executive vice-presidents 
were Keath L. Carver, Frank M. 
Dana, Louis B. Lundborg, and Sam- 
uel B. Stewart. All were formerly vice- 
presidents. 

New senior vice-presidents are: R, 
J. Barbieri, corporation and bank re- 
lations; Nolan Browning, loans in 
Southern California; and D. C. Suth- 
erland, commercial loans at the San 
Francisco head office of the bank. 

Three vice-presidents have also 
been appointed. They are Marcel 
Delabriandais who has been trans- 
ferred to the head office to head the 
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Timeplan operations in Northern 
California, Harold M. Schuppert who 
is now senior lending officer at the 
Fresno office, and Edwin N. Boyce 
who has also been named manager of 
the Richmond office. 


e 


Charles J. Stewart, former presi- 
dent of the New York Trust Com- 
pany, will become president of Manu- 
facturers Trust Company, New York 
City, November 2, 1959. Mr. Stewart 
will replace Eugene S. Hooper, who is 
considering retirement because of ill 
health and wishes to relinquish his of- 
fice. Mr. Hooper will, however, be 
available to the bank as a consultant. 
Horace C. Flanigan will continue as 
chairman of the board and chief exec- 
utive officer at the bank. 

al 


John C. Lobb has been named chief 
administrative officer of the Marine 
Corporation, Milwaukee, Wisconsin. 
He has resigned his post as executive 
vice-president of the Marine Bank, 
Milwaukee, to devote full time to the 
holding company. 

aa 


The South Carolina National Bank, 
Columbia, has opened a new National 
division and named Senior Vice-Pres- 
ident Thomas C. Vandiver to head 
the division. In other advancements, 
Nolan P. Shuler, Jr., has succeeded 
Mr. Vandiver as head of the central 
region and has also been made senior 
vice-president. Edward F. Keen, Jr., 
has been promoted to senior vice- 
president and cashier. Senior vice- 
president titles have been given to 
T. C. Cleveland, Jr., R. P. Edmunds, 
Jr., and John W. Hyde. 


* 


Harold L. Cheadle, senior econ- 
omist at the Federal Reserve Bank of 
Chicago, has been appointed secretary 
of the American Bankers Associa- 
tion’s Committee for Economic 
Growth without Inflation. 

Raymond M. Cheseldine, Jr., has 
joined the American Bankers Asso- 
ciation staff as assistant secretary of 
the public relations council. 

Gordon McLean, formerly chief of 
the research and statistics division of 
the New York State Banking Depart- 
ment, has joined the A.B.A. as secre- 
tary of its Economic Policy Commis- 
sion. 

New assistant to the controller of 
the A.B.A. is Robert J. Stiehl, for- 
merly assistant advertising manager 
of Banking magazine. 





New assistant secretary of the 
A.B.A.’s department of mortgage 
finance is Roger B. Hawkins. 

> 


Roger E. Anderson, vice-president 
of the Continental 
Illinois National 
Bank and Trust 
Company, Chi- 
cago, has been 
named to head the 
bank’s interna- 
tional department. 
He succeeds Ar- 
thur W. Roberts 
who has retired. 
Mr. Anderson 
joined the bank in 
1946, and has served in the interna- 
tional department for the past 10 
years. 


R. E. ANDERSON 


° 


H. Miller Lawder, vice-president, 
has been appointed head of the 
national division of the Irving Trust 
Company, New York City. He suc- 
ceeds Joseph S. Moss, Jr., who is 
slated to become operating head of 
the Sottile banking chain in Florida. 
Mr. Lawder has been in charge of the 
western district of the division. 

* 


The Chase Manhattan Bank has ap- 
pointed three vice-presidents. They 
are Glenn C. Bassett, Jr., of the Latin- 





G. BASSETT, JR. G. MACALISTER, Jr. 





& ‘ d 
J. W. WATTS 


J. W. BERGFORD 


Advance at Chase Manhattan 


American division, and James W. 
Bergford and James W. Watts of the 
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A step-by-step guide through all the current practices, forms and 
procedures for all foreign banking transactions, this loose-leaf manual is 
available to our correspondents through the Correspondent Bank 
Department at Head Office, 55 Wall Street, New York 15, N. Y. 


FIRST NATIONAL CITY CAN HELP KEEP 
YOU ON THE RIGHT TRACK OVERSEAS 


Head Office: 55 Wall Street, New York 15, N.Y. » 78 OVERSEAS BRANCHES, OFFICES AND AFFILIATES * 80 BRANCHES IN NEW YORK 


Around-the-clock Transit Service * Collections * Credit Information * Bond Portfolio Analysis * Complete Securities Handling Facilities 
Dealers in State and Municipal Bonds -¢ Participation in Local Loans * Personalized Service * 


Metropolitan New York Branch Coverage Member 
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European division. All three have 
been serving as assistant vice-presi- 
dents at the bank’s main office. Mr. 
Watts has been with the bank since 
1927. Mr. Bergford and Mr. Bassett 
both joined the bank in 1949. 

In a later appointment at Chase 
Manhattan, George R. Macalister, Jr., 
was named vice-president and will 
join the bank’s metropolitan depart- 
ment. Mr. Macalister was associated 
with the Hanover Bank from 1935 to 
1952, and joins Chase Manhattan after 
serving with the New York Trust 
Company since the 1952 date. 


4 
George M. Johnson has been elected 
vice-president to head the mortgage 


loan department at the Fidelity Union 
Trust Company, Newark, New Jersey. 


e 


At The First National City Bank of 
New York City, Frank Sauter and 





F. SAUTER 


E. L. PALMER 


In New York bank promotions 


Edward L. Palmer have been ap- 
pointed vice-presidents. Mr. Palmer 
was formerly a vice-president at the 
New York Trust Company. Mr. 
Sauter, a staff member since 1929, is 
assigned to the foreign banking units 
of the operating division. 
. 


A new international banking divi- 
sion has been established at the Na- 
tional American Bank, New Orleans, 
and Clarence L. Dupre, Jr., has joined 
the bank as assistant vice-president to 
head the department. 


e 
James C. Downs, Jr., Chicago in- 
vestment counselor and economist, 


has been elected chairman of the 
Miami (Florida) National Bank. 


a 
John T. Brentano, Sr., has been 
elected vice-president at the First 


National Bank of Arizona, Phoenix. 


* 


Approval of a merger between the 
Citizens National Bank, and the Dur- 
ham Bank & Trust Company, both of 
Durham, North Carolina, would place 
Paul Wright, Jr., as president, and 
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Charles S. Allen and W. W. Woodley, 
Jr., as senior vice-presidents of the 
Durham Bank & Trust. 


° 


The Farmers Bank of the State of 
Delaware, Wil- 
mington, has 
elected O. H. P. 
Baldwin presi- 
dent, succeeding 
the late William 
K. Paton who 
died late in Au- 
gust. Mr. Baldwin 
has been presi- 
dent of the bank’s 
Wilmington office 
at Ninth and 
Shipley Streets and also been senior 
vice-president. 


0. H. BALDWIN 


* 


The banking career of Edward E. 
Brown was closed by death just short 
of the half-century mark. Mr. Brown, 
who joined The First National Bank 
of Chicago in 1910, was chairman of 
the bank at the time of his death. A 
past president of the Federal Ad- 
visory Council of the Federal Reserve 
System, he served as president of 
First National from 1934 to 1945 when 
he was named chairman. 


+ 


The Rhode Island Hospital Trust 
Company, Providence, has_ elected 
John W. Wall secretary. 


~ 


New cashier of the Houston 
(Texas) Bank & Trust Company is 
A. Harrel Blackshear. 


° 


At the Union Planters National 
Bank, Memphis, 
Tennessee, C. E. 
Rauscher has 
been appointed 
cashier, 
ing Douglass N. 
Shepherd, vice- 
president and 
cashier prior to 
his retirement. 
Mr. Rauscher 
joined the bank 
in 1927, was elect- 
ed assistant cashier in 1948, and has 


served as assistant vice-president 
since 1951. 


Cc. E. RAUSCHER 


° 


The promotion of Charles F, Kam- 
merer, Jr., to vice-president led recent 
advancements at The County Trust 
Company, White Plains, New York. 


. 
First Federal Savings and Loan 


Association, New York City, has 
elected R. Craig Montgomery, Jr., 
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ALL ABOARD 
for more 
profit with 
FIRST 
NATIONAL 
CITY BANK 
TRAVELERS 
CHECKS! 


e You keep 90% of the 
selling commission 


e Instantly acceptable everywhere 
e Prompt refund service 
e Advertised throughout the world 
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National advertising... 
plus free sales aids 
pre-sell your customers 
to buy First National 
City Bank Travelers 
Checks. 


BACKED BY THE BANK THAT’S 
FIRST IN WORLD WIDE BANKING 
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Mobile Home Standards 
Specification Book 
Released by MHMA 

Just off the press is the code of 
standards for mobile home plumb- 
ing, heating and electrical systems 
as approved by the Mobile Homes 
Manufacturers Assn. and the 
Trailer Coach Assn. The book in- 
cludes definitions of terms used, 
materials specifications, minimum 
requirements for the entire system 
as well as separate parts of each 
system, fixtures, safety devices, in- 
stallations of units, etc. Written in 
language easily understood, the 
book is available from the offices 
of Mobile Homes Mfrs. Assn., 20 N, 
Wacker Drive, Chicago 6. 

¢ ¢ ¢ 
Dealers’ Reserve Tax 
Woes To Be Relieved 

Action by the House Ways and 
Means Committee in late summer 
opened the way to easing the in- 
come tax burden imposed on mobile 
home dealers’ funds held as “Deal- 
ers’ Reserves.” New House Bill 
8684 advocates permitting mobile 
home dealers to adjust 1959 income 
taxes on reserve funds to a current 
basis, and provides for stretching 
payments on back taxes over a 10- 
year period. 

A series of three special articles 
on the subject of “Dealers’ Re- 
serves” has been prepared for Mo- 
bilehome Dealers National Assn. by 
a prominent Chicago firm of Certi- 
fied Public Accountants. Copies of 
the series are available on request 
to the association offices at 39 S. 
LaSalle St., — 8 Illinois, 


“No Yearly Medel 
Designations”? Approved 
by MHMA Directers 
The newly organized Title-Model 
Change Committee of the Mobile 
Homes Mfrs. Assn., headed by R. 
E. Riebel, president of Foremost 
Insurance Co., has been directed to 
pursue activities aimed at eliminat- 
ing indiscriminate model-year 
changes in mobile homes which 
would create selling handicaps for 
dealers. In this direction, MHMA’s 
Board of Directors authorized the 
committee’s review and decision on 
all requests for special date or title 
changes by manufacturers, which 
supports MDNA’s position. This 
campaign is rapidly gaining indus- 
try-wide support from dealers, 
manufacturers and suppliers. 


-. - iE 


THESE INFORMATIVE HIGHLIGHTS ON ONE OF 
AMERICA'S IMPORTANT INDUSTRIES ARE 
PRESENTED IN THE HOPES OF BETTER UNDER- 
STANDING OF MOBILE LIFE... BY 


FoREMOST 


Insurance Company 
Grand Rapids 3, Mich, 
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vice-president in charge of public re- 
lations, advertising and personnel. 


° 


The First 


Service Corporation, 
Minneapolis, has 
elected Donald R. 
Grangaard vice- 
president. He 
joined First. Serv- 
ice after serving 
as vice-president 
and director of 
The First Na- 
tional Bank of 
Austin, Texas, 
Mr. Grangaard’s 
banking career 
dates back to 1936. 


4 


D. R. GRANGAARD 


Harry S. Schultz has been advanced 
to vice-president at the Federal Re- 
serve Bank of Chicago. 


e 


Lane W. Adams has resigned as 
vice-president of the Zions First Na- 
tional Bank, Salt Lake City, Utah, to 
become executive vice-president of 
the American Cancer Society, New 


York City. 


4 


The Security-Mutual Bank and 
Trust Company, St. Louis, Missouri, 
has elected Charles F. Bealke vice- 
president. 

o 


Stockholder and supervisory ap- 
proval is sought to consolidate The 
First New Haven (Connecticut) Na- 
tional Bank and the Union and New 
Haven Trust Company. Top officers 
of The First Union New Haven Na- 
tional Bank would be Edward M. 
Gaillard, chairman; Abbott H. Davis, 
vice-chairman; J. Coy Reid, presi- 
dent; and Edward G. Armstrong, 
chairman of the executive committee. 


° 


New vice-president of the Benefi- 
cial Management Corp., Morristown, 
New Jersey, is Edgar T. Higgins. 


e 


Dan B. Greer and Fred W. James 
are newly promoted vice-presidents at 


Memphis bank officers 


D. B. GREER 


F. W. JAMES 





The First National Bank of Memphis, 
Tennessee. Mr. Greer is in charge of 
commercial loans at the Crosstown 
branch, and Mr. James is assigned to 
the Western and Midwestern section 
of the national accounts division. 


4 


Vice-President J. F. Janssen has 
been placed in charge of Kauai Island 
branches for the Bank of Hawaii, 
Honolulu. 

- 


H. Hiter Harris, Jr., has joined the 
Southern Bank & Trust Company, 
Richmond, Virginia, as vice-president 
and director. 

. 


In promotions at The Bank of Cali- 
fornia, San Fran- 
cisco, §S. Vilas 
Beckwith has 
been named vice- 
president and sen- 
ior trust officer, 
and Emil P. 
Ferro, J. Walter 
Proctor and Gor- 
don R. Yeadon 
were promoted to 
trust officers. Mr. 
Beckwith joined 
the bank 31 years ago and was ad- 
vanced to trust officer in 1946. 





S. V. BECKWITH 


+ 


H. Curtis Reed has been named 
executive vice-president of the Fed- 
eral Life and Casualty Company, Bat- 
tle Creek, Michigan. 


5 


At the United States National Bank, 
San Diego, California, Richard S. 
Carlson has been elected vice-presi- 
dent. 

_ 


An unusual book explaining the art 
of playing dominoes has been written 
by Dominic C. Armanino, assistant 
vice-president in charge of foreign 
and domestic collection departments 
at the head office of the American 
Trust Company, San Francisco. 

The game is highly popular in the 
clubs of the San Francisco Bay area, 
as well as in other parts of the west 
and southwest. The 180-page book, 
“Five-up and Other Games Including 
Official Rules and Odds,” is believed 
to be the first complete reference 
book on the game, and will soon be 
distributed to book stores. 

+ 


Probably one of the most unique 
services in the Savings and Loan field 
is available at the Pacific First Fed- 
eral Savings and Loan Association, 
Tacoma, Washington, where Vice- 
President Ernest Messenger carries 
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National Bank of Detroit’s new main office is bank through- 
out ... from roof to footings, 14 floors and two underground 
levels occupied exclusively by the 2,700 people of our main 
office staff. The building, just recently completed, fills a 
whole city block bounded by Woodward, Fort, Griswold 
and Congress in downtown Detroit. 


Among the many special features in the building are six 
vaults, one of which is as big as two basketball courts. . . 
one of the largest vaults in the country. 


Running through tellers’ cages on the main banking and 
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lower banking floors is a conveyor belt that speeds checks 
to the processing area. Another time-saving device is a new 
type of pneumatic tube system, the third of its kind ever 
installed. To send a cylinder to another department, the 
sender merely dials its destination and electronic controls 
do the rest, routing it quickly and directly. 


After the formal dedication early in October, you will find us 
settled in our new home, ready to welcome you on your next 
visit to Detroit. 
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Serving customers with a second language 


out daily conversations through dac- 
tylology (sign language). In the ac- 
companying picture, Mr. Messenger 
is shown in animated conversation 
with Mrs. Laura Rowland, one of a 
number of deaf mutes who seek him 
out for help with their financial, legal, 
and personal problems. 


> 


In promotions at the City National 
Bank, Fort Smith, Arkansas, James S. 


Hall has been named executive vice- 
president, Burney Fitch has been 
made senior vice-president, cashier 
and trust officer, and Ray L. Cash, 
H. Dane Riggs, and Clyde Orem have 
been advanced to vice-presidents. 


5 


Walton Sherman is chairman, and 
Robert B. Barlow is president of the 
new Central Jersey Bank and Trust 
Company, Freehold, New Jersey. The 
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new bank is the result of a merger 
between the Freehold Trust Com- 
pany, and the Long Branch Banking 
Company, both of Freehold. 


a4 


Assistant vice-president titles have 
been given to Victor Etienne III, 
Frank L. King, Jr., and C. M. Whit- 
more at the California Bank, Los An- 
geles; James W. Brown at The Dania 
(Florida) Bank; Harold J. Kelley at 
The Bank of Georgia, Atlanta; and 
Harry Seeger at the First National 
Bank of Independence, Missouri. 

Sd 


Vice-president and manager of the 
Riverhead branch is the promotion 
recently received by Russell J. Meier 
at the Security National Bank, Hunt- 
ington, New York. 

4 


Eugene Carroll and John Hart have 
been named operating vice-presidents 
of the new James Talcott Southern, 
Inc., industrial time sales subsidiary 
in Atlanta, Georgia. 

Sd 


Rodney O. Daly has been elected a 
vice-president of 
the American Na- 
tional Bank and 
Trust Company, 
Chicago. Mr. Daly 
has been with the 
bank since 1958, 
and before that 
time served with 
the Arthur An- 
dersen & Com- 
pany, and Booz, 
Allen & Hamil- 
ton, Chicago. He was born in Uruguay 
and is a graduate of Northwestern 
University. 





R. O. DALY 


5 


Officers of the newly formed Bank 
Stock Corporation, Milwaukee, Wis- 
consin, are A. S. Puelicher, president 
and treasurer; Albert E. Francke, 
vice-president; and Stanley L. Rewey, 
secretary. The firm is expected to ac- 
quire control of the Marshall & Ilsley 
Bank and the Northern Bank, both 
of Milwaukee. 

* 


Top men at the new Pineland Bank, 
Metter, Georgia, are P. L. Rountree, 
president, and G. H. Rountree, execu- 
tive vice-president and cashier. 


5 


The Midland Bank, Paramus, New 
Jersey, has appointed Arthur G. 
Brown vice-president. 


° 


The Bank of Tokyo, Ltd., Tokyo, 
Japan, has opened an agency in the 
quarters of its affiliate, the Bank of 
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Customer of Correspondent Bank is luncheon guest of Vice President Jack Kutner, left, 
and Senior Vice President John Kettle, right, in Executive Dining Room of the First in Dallas. 


How can we 
help your customers 





when 
they come to 
Dallas? 


For many years, it has been our privilege to help 

the customers of our Correspondents whenever their 
business plans brought them to Dallas. In addition to 
offering them every possible banking service, we've also 
helped them find housing, office space, industrial 
sites..and have introduced them to local business 
and civic leaders who could lend a helping hand. 


If we can be of such service to your customers, please 

get in touch with us right away. Simply write us about 
their plans, present or future .. we'll be glad to assist 

you and them promptly, personally, confidentially, 

in every way possible. 


The major difference between banks of today is the way people are treated_ 


First National Bank in Dallas 


October, 1959 
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SOLID HARTER QUALITY 
AT LOW PRICES 


The Harter C-100 series is a refreshing change from the usual rule 
that low prices are achieved only by cheapening the product. The 
C-100 combines low price with solid quality. Harter-pioneered one- 
piece heavy gauge steel base. Seat cushion, 3 inches thick, of molded 
and cored virgin foam rubber that’s bonded with pure latex. Choice 
of high impact styrene, molded hard rubber or upholstered armbands. 


MATCHING SIDE 
ARMCHAIRS AND 
SIDE CHAIRS 





MODEL C-110 


' HARTER 


MODEL C-120 


HARTER CORPORATION 


1033 Prairie St. 
Sturgis, Michigan 











Tokyo of California, San Francisco, 
and made Takeshi Okuto manager. 


5 


Three officers have been promoted 
to vice-presidents at the Indiana Na- 
tional Bank, In- 
dianapolis. They 
are A. Burton 
Canaday, a mem- 
ber of the cus- 
tomer relations 
department of the 
bank; John W. 
Keller, manager 
of the East New 
York Street 
branch; and 
R. Kirby Whyte, 





A. B. CANADAY 





R. K. WHYTE J. W. KELLER 
Indiana National promotions 


director of the public relations and 
advertising department of the bank. 


> 


Senior vice-president is the new 
title for Joe H. Hodges at the First 
National Bank of Odessa, Texas. 


° 


The Midland National Bank, Min- 
neapolis, has advanced Arthur Ueland 
to chairman, and elected William R. 
Chapman president. Mr. Ueland has 
served as president for 17 years. Mr. 
Chapman, who joined the bank in 
1926, has been senior vice-president. 


James A. Brockman has joined The 


First National Bank of Athens, 
Texas, as executive vice-president. 


5 


The Investors Savings & Loan 
Association of Millburn, New Jersey, 
has elected Roland Lewan, Jr., vice- 
president. 


° 


Executive vice-president is the new 
title for James O. Staniels at the 
Dover (New Jersey) Trust Company. 


6 


Promotions at the First Savings 
and Loan Association, Bayonne, New 
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Jersey, have placed Patrick G. Bran- 
nick as executive vice-president, and 
Patrick F. Nilan as secretary. 


SO 


Benjamin P. Terry has been named 
vice - president in 
charge of the in- 
vestment folio at 
the Society for 
Savings, Hartford, 
Connecticut. After 
several years in 
the investment de- 
partment of the 
Travelers Insur- 
ance Company, 
Hartford, Mr. 
Terry joined the 
Connecticut Bank and Trust Com- 
pany in 1951 and later headed the in- 
vestment division of the bank. 
° 





B. P. TERRY 


New trust officer and secretary of 
the Peninsula Bank and Trust Com- 
pany, Williamsburg, Virginia, is 
Channing M. Hall, Jr. 


_ 


A new Paris, France, office of the 
Lehman Bros., New York City, has 
opened under the direction of Pierre 
Uri. 


+ 


Sam B. Lyons has joined Crutten- 
den, Podesta & Co., Chicago, as direc- 
tor of customer relations. 

* 


Preston Estep has been elected 
chairman of General Bancshares Cor- 
poration, St. Louis, Missouri. 

= 


A second citation from the Repub- 
lic of China has been awarded to 
Lt. Colonel Carter L. Hilsabeck, U.S. 
Army, Retired, who is also personnel 
director of the Capital National Bank, 
Austin, Texas. Mr. Hilsabeck served 
as advisor to General Chiang Kai- 
shek’s Nationalist Chinese First Field 


Second Chinese citation 
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commercial credit insurance 


continues protection 
after shipment 





When shipment is made—title passes to the purchaser. In 
place of the product there is now an account receivable. 
It is sound for your customers to insure while they own the 
product... equally sound to insure when their customers own 
the product, and owe them for it. American Credit Insurance, 
by providing protection, is an important factor in commer- 
cial loans . . . your bank can be included as the named insured. 


SEND FOR BOOKLET on the advan- 
tages of credit insurance to bankers. 
Write AMERICAN CREDIT INDEMNITY 
Company of New York. . . Dept. 49, 
300 St. Paul Place, Baltimore 2, Md. 








Welcome to our Booth 114 
American Bankers Association Convention 
October 25-28 
The Fountainebleau—Miami 





American Credit Insurance 


ANY ACCOUNT ... NO MATTER HOW GOOD ... . JIS BETTER WITH ACI 
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19 Streamlined MP-Jr. Coin Changers“ 


SEATTLE 


E From the sailing ships of 

the past to the soaring sky-jets of the future, 

National Bank of Commerce of Seattle serves: — 
oday’s banking needs and anticipates tomor- 
row’s developments, all in a spirit of helpful, - 


friendly service. 





International Banking Department 











Ready for business in the 
FIRST NATIONAL BANK OF DENVER 


Trit 











specially color-matched to Bank’s interior ba 


Used by almost 14 of nation’s banks! Designed for 
speed, accuracy and simplicity of operation, gives 
faster customer service. A trial will convince you. 
1000 in use by Western Bank Chain. 


Sturdy aluminum with handsome hammertone finish. Remov- 
able tray with inside storage box. Capacity $125, pennies 
through half-dollars. Size: 8” x 10” x64”. Parts and workman- 
ship guaranteed. Now in choice of 4 decorator colors: Tan, 
blue, green, and silver-grey...all with hammertone finish. 


Ask about our color-matching service for quantity orders. The lowest priced 
modern Coin Changer 

M_| METAL PRODUCTS ENGINEERING, INC. $6 nee 

| P Dept. C, 4000 Long Beach Ave., Los Angeles 58, Calif. vax 
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Army prior to his retirement from the 
Army. In the photograph on page 67, 
Mr. Hilsabeck, left, receives the plaque 
from Major General R. G. Gard. 


° 


H. P. McGoogan has been elected 
president of the 
Coral Gables 
(Florida) First 
National Bank. 
Formerly execu- 
tive vice - presi- 
dent, Mr. McGoo- 
gan joined the 
Sottile Group 
bank in 1957. A 

si former Florida 
H. P. McGOOGAN bank examiner, he 
has served with 
the Avon (Florida) Citrus Bank and 
the Pan American Bank of Miami. 
He also served with the Reconstruc- 
tion Finance Corporation for 20 
years. 





5 


New vice-chairman of the Arling- 
ton (Virginia) Trust Company is 
Fred A. Gosnell, Sr. 


5 


New president of the Irving J. Rice 
& Co., St. Paul, Minnesota, invest- 
ment company, is Alan H. Rice. 

* 


Harold R. Fletcher has been ap- 
pointed chief examiner for the Sottile 
Banking Group, Miami, Florida. 

5 


The Bishop National Bank of Ha- 
waii, Honolulu, 
has appointed Dr. 
Thomas K. Hitch 
vice-president in 
charge of the 
newly formed de- 
partment of eco- 
nomic research. &S 
He joins the bank is 
after serving as ‘e ,) 
research director SE 
for the Hawaii T. K. HITCH 
Employers Coun- 
cil for the past nine years. In addition, 
he has held positions in government 
and education. 





6 


The Bank of Encino, California, 
has named Frank M. Leaver vice- 
president. 

+ 


At the First National Bank, Shelby, 
Ohio, W. L. Morton has been elected 
president. 


5 


The Baltimore Bank, Kansas City, 
Missouri, has elected Walton W. 
Steele, president, and Ilus W. Davis 
chairman. 
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It’s as easy as 





to open new 


HAMMERMILL 





One quick pull 
opens this E-Z 
' * Paper Pak Carton* 
No broken nails, no bruised 
fingers. The re-usable cartons 
are extra strong, too. Perfect for 
filing, storage and deliveries. 











Jus lift the handy 
E-Z Carry Pak*— 

<Qar™ out come the 
moisture-proof packages. No 
digging. No struggling. Famous 
Hammermill quality comes in 
19 grades of the size 8% x 11 
and 84 x 14 papers you use. 

















Graphicopy 
Papers are ready 
: to run—and run 
right. Choose from 200 items. 
“Paper Selection Guide” wall 
chart helps you pick the right 





weight, color, finish for each job. 





Tear out this trademark 


*Patent Pending 
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GRA PHICOPY* PAPERS 


to et your free 

Graphicopy 
“Paper Selection 

Guide’.. 


Simply staple the trademark to 
your business stationery, sign 
your name, mail to Hammermill 
Paper Company, 1494 East Lake 
Road, Erie 6, Pennsylvania. 
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Your eyes and ears in Chicago... 


Up-to-the-minute information about outer space, 
or about everyday earthly happenings... plus 
the kind of personal service a banker needs, is 
why our many correspondent banker friends use 
City National as their eyes and ears in Chicago. 

Big enough to handle a// correspondent bank- 


ing transactions ... buy and sell . . . portfolio 


Member 


advice... transferal of funds... clearings. Small 
enough to provide the personal attention each 
job needs. You always deal with an officer at 
City National. 

Whenever you need diligent eyes and ears in 
or from Chicago, call on City National. We’d like 
to do business with you. 


€Ciirinrwy WMWATIONAL BAN K 


AND TRUST COMPANY OF CHICAGO 


Federal Deposit 
Insurance 
Corporation 


208 South La Salle Street « FRanklin 2-7400 


© City National Bank and Trust Company of Chicago, 1969 


Burroughs Clearing House 








, 1969 


puse 











INTERNATIONAL 








Radclifie Committee Report 


British banks have been enjoying 
their first spell of freedom from of- 
ficial interference since the begin- 
ning of World War II. But the lifting 
of controls last year was due to a 
change in the economic weather and 
not a change of heart on the part of 
the Government. Up to now there 
has always been a danger that the 
weather would change again and re- 
strictions imposed once more. Indeed 
the authorities have had waiting a 
much-disliked scheme for compulsory 
deposits with the Bank of England 
next time inflation threatened. 


In this situation the Report of the 
high-powered Radcliffe Committee 
on the monetary system has provided 
some welcome relief for British 
bankers. The Report favors making 
the present conventional 30 per cent 
minimum “liquidity ratio” (the ratio 
of cash, call money and bills to total 
deposits) explicit and formal. Bank- 
ers will have few objections here, and 
they will be very pleased that the 
Committee has come out against both 
compulsory upward variations in li- 
quidity ratios and against Govern- 
ment directives on lending policy. 
(The Bank of England deposit 
scheme is regarded by experts as 
simply a way of enforcing compul- 
sory changes in liquidity ratios and 
is therefore not recommended by the 
Committee. ) 

Directives to the banks to go easy 
on lending were the mainstay of of- 
ficial monetary policy from 1951 to 
1958. And they were, the Committee 
finds, slow and inefficient in opera- 





D. HEATHCOAT AMORY 


LORD RADCLIFFE 


SIR OLIVER FRANKS 


Key figures in the shaping of the Radcliffe Committce’s Report 


tion and discriminated against the 
small firm. 

Even should a situation arise 
where controls on bank lending do 
become unavoidable, it would still be 
unfair to discriminate against the 
banks, the Committee says. In such 
a case, compulsory minimum liquid- 
ity ratios should also be imposed on 
other lending institutions, including 
instalment credit companies, home 
loan associations and insurance com- 
panies. But the Committee has hopes 
that these unpleasant devices may be 
avoided. 

It is also hostile to controls over 
minimum down payments and maxi- 
mum repayment periods for instal- 
ment credit users. Variations in these 
controls have been the Government’s 
main single instrument in regulating 
the economy in recent years. This 
has resulted, the Committee declares, 
in sharp and unpredictable fluctua- 
tions in the fortunes of companies 


Revamping of financial practices is recommended in Report 


Bank of England, left, Stock Exchange, right, were among targets 
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making consumer durables, fluctua- 
tions which are now condemned as 
unfair and possibly harmful to eco- 
nomic growth. 

The Radcliffe Report contains the 
unanimous conclusions of a group of 
eight distinguished bankers, econ- 
omists, industrialists, and trade 
unionists under the chairmanship of 
one of Britain’s top judges. It will ac- 
cordingly be extremely hard for any 
Government to pigeon-hole it. The 
Report itself is deliberately academic 
and tentative in tone, with no list of 
conclusions or summarized recom- 
mendations. In part this is the price 
of unanimity and in part it reflects 
the extreme care that has been taken 
not to say anything that will under- 
mine foreign confidence in sterling. 
But behind the qualifications and the 
camouflage is an incisive analysis of 
the problems of financial policy, the 
relevance of which is not confined 
to the U.K. 

The liberal attitude of the Com- 
mittee to the commercial banks stems 
in part from its dismissal of the tra- 
ditional idea that control of the 
money supply is the key to a stable 
currency. The proliferation of trade 
credit (which now far exceeds bank 
loans as a means of finance), the 
multiplication of short-term Govern- 
ment securities, and the growth of 
finance companies have made the tra- 
ditional concentration on the volume 
of bank deposits obsolete. Even with- 
in the banking system it is not de- 
posits but loans to customers that 
affect economic activity. As loans are 
now hardly 40 per cent of total de- 
posits, compared with almost 60 per 
cent before the depression of the 
1930’s, the forces making for expan- 
sion are very strong. In fact the vol- 
ume of lending is now limited only 
by the shortage of credit-worthy cus- 
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tomers. Banks will therefore grad- 
ually seek to increase their total 
loans by extending credit for longer 
periods than has been customary in 
Britain, a departure which has the 
Committee’s blessing. 

But despite the good prospects for 
more bank credit, Lord Radcliffe and 
his colleagues did find room for at 
least one new financial institution, 
an Industrial Guarantee Corporation. 
This would help small firms exploit 
technical innovations which they 
otherwise could not finance. It would 
do so by insuring—for a commission 
—a proportion of the loans made to 
such firms by existing bodies. 

Unlike the private financial insti- 
tutions, the Bank of England did not 
emerge too well from the Commit- 
tee’s scrutiny. The secrecy of the 
Bank about its own operations is 
condemned. For example, Winfield 
Riefler, the assistant to the chair- 
man of the U.S. Federal Reserve Sys- 


tem, is quoted in support of publica- 
tion of the hitherto secret official 
transactions in Government securi- 
ties. The Bank is also criticised for 
not doing enough research inte the 
effects of its own measures on the 
country’s economy. The ultimate re- 
sponsibility of the Government of the 
day for the Bank of England policy 
is stressed. 

The Report makes several pointed 
proposals: 1. A committee consisting 
of members of the Treasury, the 
Board of Trade and the Bank of 
England (with the Bank in a minor- 
ity) should advise on monetary pol- 
icy; 2. Changes in the Bank of Eng- 
land’s discount rate (“Bank Rate’’) 
should be announced by the Chancel- 
lor of the Exchequer, thus breaking 
with the time-honored tradition by 
which they are posted up in the hall 
of the Bank on a Thursday morning; 
3. Part-time directors (who are 
mostly directors of financial and in- 





Sides 100 Years’ 
Banking Expertence. 
Branches throughout 
South America 


Bank of London & Montreal Limited, 
an affiliate, maintains a network of offices 
in Central America and the Caribbean. 


Head Office: London, England 
New York Agency: 34 Wall Street 
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dustrial concerns) will have less say 
in policy decisions; 4. The head of 
an expanded intelligence service 
should become a full-time director of 
the Bank. 

Some financial commentators have 
said that the first three proposals 
will not make much practical dif- 
ference to the way decisions are 
made. But even if this is true— 
which is doubtful—their symbolic 
value will not be lost on the City of 
London. 

Bank Rate itself—the traditional 
means by which the Bank of England 
has proclaimed its policy throughout 
the financial centers of the world—is 
treated with considerable scepticism. 
Bank Rate changes affect directly 
only short-term interest rates and 
these have no worthwhile effect on 
business activity the Committee de- 
clares. To be of much use internally 
the changes would have to be un- 
thinkably violent in size. Meanwhile 
Bank Rate is important mainly be- 
cause foreigners wrongly think it so. 

The Radcliffe Committee is in fact 
far from enthusiastic about the pos- 
sibilities of any kind of monetary 
policy. “There is no gentle hand on 
the steering wheel that keeps a well- 
driven car in its right place on the 
road.”’ But changes in the long-term 
rate of interest “can help” if other 
methods of controls are also used. 
Over a long period of years a sub- 
stantial but gradual change in inter- 
est rates can encourage or discour- 
age business investment in buildings 
and machinery. And changes in rates 
can also make the financial institu- 
tions more or less willing to lend 
through their effects on the balance 
sheet value of reserves. 

The main weapon recommended 
for manipulating interest rate is the 
management of the National Debt. 
The Committee will have no truck 
with any idea of holding down the 
interest on Government securities in 
the supposed interest of the taxpay- 
er. The long-term rate of interest 
should be adequate (a) to ensure 
that there are sufficient buyers for 
Government bonds and (b) to bring 
the demand for capital into line with 
the willingness to save. Any reader 
who thinks that this is a conventional 
recipe will receive a sharp shock 
when he comes to Paragraph 577. 
“Moderately high bond rates and a 
large budget deficit” are recom- 
mended there as deliberate measures 
of policy “in a world which, despite 
recession, remains inflation-minded 
and growth-minded.” 

At times when British interest 
rate policy conflicts with the move- 
ment of interest rates in other parts 
of the world, the Report suggests 
that the British authorities might 
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your man 
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IRVING! 4 


STREET 





Sometimes being an expert is as simple as 
knowing how to get just the information 
you need at the moment you need it. 
That is exactly what your man at the 
Irving can do for you. For through the 
Irving Trust Company there flows a con- 
stant stream of information gathered from 
a world-wide banking system. 











The sources of information are many 
and varied. The bank wire, broad tape 
ticker, credit files, and quotations from 
the trading tables daily measure the pulse 
of business. Add to this an intimate and 
timely knowledge of economic health in 
foreign countries gained through a global 
network of bank correspondents and you 
have a rich resource on which you or 
your customers can draw. 





The specific facts you want and need 
can be as near as your telephone. Look 
upon your man at the Irving as a member 
of your own staff and consult him freely. 


Through your man at the Irving: Fast 
Transit Service. World-wide Collections. 
Credit Information. Portfolio Analysis. 
“A. Experienced Consultation. Safe Keeping 

4 of Securities. 


id 
IRVING TRUST COMPANY 


One Wall Street, New York 15, N.Y. 


Capital Funds over $135,000,000 Total Assets over $1,600,000,000 


RicHAarD H. West, Chairman of the Board GeorcGeE A. Murpny, President 
National Division—H. MILLER LAwpER, Vice President in Charge 
MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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intervene to support the forward 
market in sterling at a level which 
would discourage the movement of 
funds from London. Such a policy 
might—at a time of world-wide con- 
fidence in sterling—help the British 
to resist the U.S. trend towards dear- 
er money. 


° 5 od 
Anniversary Issue 


The history of one of Australia’s 
largest trading banks, the Commer- 
cial Banking Company of Sydney 
Limited, is concisely reported in a 
nine-page article in the Bank’s 





monthly publication, “Current - Ac- 
counts.” 

The abbreviated chronology ade- 
quately covers the Bank’s 125-year 
existence, from the time it opened in 
1834, some 50 years after Australia 
was settled, to the present. The peo- 
ple who helped develop the Bank in 
prior years are resurrected in the 
colorful story, which is illustrated 
with many cartoon-type caricatures 
of people and events. Banking laws, 
depressions and other significant de- 
velopments in the Bank’s history are 
also covered in the report, making a 
fitting tribute to the institution, 














For nearly 65 years, Banco Credito has been known 
throughout Puerto Rico as “el Banco amigo” .. . the 
friendly bank. “Amigo” (pronounced ah-mee-go) is a 
great Spanish word, meaning “friend”. 


There are more than 650 “amigos” ready and willing to 
serve you in the Island-wide network of Credito banking 
offices. Because they know the Island and its people well, 
you will find them extra helpful in aiding you with your 
business problems and plans in Puerto Rico. 

The extensive Credito network—which include two mod- 
ern Bankmobiles—will make your collections in Puerto 
Rico extra fast. Our bank provides worldwide corre- 
spondent services. 


BADE O 


CURL AMET 


“EL BANCO AMIGO” 


TOTAL RESOURCES OVER $115,000,000 
Central Offices: Ponce, Puerto Rico 
Member, Federal Deposit Insurance Corporation 
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Accounts 








Refreshing appraisal 


which has some £185 million ($417 
million) in deposits and ranks among 
the top 150 banks in the Free World. 
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Revaluation of Assets 
Sought In Argentina 


The Argentine Chamber of Com- 
merce recently requested that 
changes be made in the taxation sys- 
tem to allow a revaluation of fixed 
assets and permit withholding of 
reserves for the purpose of meeting 
expenditures arising from the re- 
placement of assets. 

If an Argentine business firm had 
fixed assets of 100,000 pesos ten 
years ago and today makes an annual 
profit of 100,000 pesos, that firm has 
made a 100 per cent profit in the 
financial year. But the 100,000 pesos 
of 1949, when the dollar equalled 44% 
pesos, are not equivalent to the 
100,000 pesos of 1959, when the dol- 
lar fluctuates around 85:1. Thus, the 
excessive profit is only apparent and 
not too realistic. 

Commerce and industry here are 
confronted by a process of insta- 
bility and decapitalization, the seri- 
ousness of which cannot be ignored. 
It must be pointed out, however, that 
the necessity of adopting a fiscal pol- 
icy permitting a proper revaluation 
of fixed assets and allowing for the 
laying aside of reserves to meet the 
replacement cost of sold goods has 
not been disputed in principle. The 
devaluation of the Argentine cur- 
rency is a recognized fact. 

But in reality little or nothing has 
been achieved, since the law pro- 
claimed earlier this year for the pur- 
pose was incomplete and, therefore, 
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inefficient. Stipulated revaluation 
was defeated by the imposition of 
a heavy tax. 

The general clamor now is for rec- 
ognition of the fact that almost all 
balance sheets of commercial and in- 
dustrial firms, save those of new en- 
terprises and particularly those re- 
cently established in the country, are 
not a reflection of the true situation 
and in a majority of cases profits are 
purely of an accountancy value, based 
on investments. 

An analysis by local experts of the 
balance sheets of 148 Argentine com- 
panies revealed that between 1946 
and 1958 balance-sheet totals in- 
creased 12% times, while ‘profits in- 
creased only 9 times. It is also seen 
that the share of paid-up capital is 
continually declining—from 48.1 per 
cent in 1946 to 28.9 per cent last 
year. The share of fixed assets de- 
clined from 45.7 to 29.7 per cent 
during the same period. 

The Argentine Stock Exchange 
has recently drawn attention to two 
very important aspects of the sit- 
uation: the existing impossibility for 
Argentine undertakings to _ incor- 
porate foreign capital, since foreign 
investors by means of a relatively 
small investment could acquire con- 
trol of local concerns; and the un- 
equal treatment afforded to commerce 
and industry as compared with agri- 
cultural and_ livestock activities 
where a revaluation of fixed assets 
has been accomplished without the 
imposition of any tax. 


* ° * 


Belgian Highlights 


Numerous requests from foreign 
banks and business firms have 
prompted the Banque de la Societe 
Generale de Belgique, Brussels, the 
country’s leading bank, to publish a 
booklet entitled “Do you wish to 
know more about Belgium?” 

The 24-page brochure provides 
highlights on the country’s dramatic 
growth in the postwar era. National 
income, principal industry centers, 
and foreign trade are among the 
subjects treated in the study. Key 
industry statistics are also covered 
by colorful copy and graphs to give 
a ready reference guide to Belgium, 


Describes swift growth 
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General Manager's Office 
AUSTRALIA AND NEW ZEALAND BANK LIMITED 
394/396, Collins Street, Melbourne, Australia 


The Manager 
AUSTRALIA AND NEW ZEALAND BANK LIMITED 
71 Cornhill, London, E. C. 3, England 





Extending 
TRALIA? 


Then there is much that you will 
want to know. 


What are Australia’s natural 
resources? 


How will you be served in respect of 
communications, power, 
water and fuel? 


How are Australia’s labour relations, 
what are the conditions governing 
wage scales, taxation? 


What is the law relating to company 
formation? 


The answers to these and other vital 
questions will be found in a fact-filled 
booklet “Establishment of Industry 
in Australia.” Write for a FREE copy 
today, to:— 
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Pleasant, well-lighted interior of The Michigan Bank of Detroit provides adequate executive space. 


TRAILER BRANC 


Provides Efficient Interim Service or Determin 


Where population growth is a problem, 
Trailer Branch Banking offers a practical 
solution. 


In some cases, banks will establish trailer 
branches to determine community interest. 
In this way, they can provide adequate 
service at a minimum expenditure while 


learning what the community requirements 
will be. 


Where the general pattern of community 
growth has already been established for 
banking purposes, the branch trailers pro- 
vide service while permanent branches are 
under construction. After a permanent 
branch has been completed, the trailer, with 
equipment intact, can be moved to another 
location at a relatively low cost. 


This trailer branch of The Michigan Bank of Detroit 
offers complete banking facilities in a 10’ x 46’ area. 
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CHBANKING... 





Three teller windows assure prompt service to cus- 
tomers and adequate lobby space. 
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THE MICHIGAN BANK of DETROIT 
recently opened two new temporary trailer 
branches approximately fourteen miles 
apart. LeFebure designed and equipped 
these trailer branches to provide maximum 
efficiency at low cost. Equipment within 
these branches includes three teller win- 
dows, two managers’ desks, endorsement 
counter, heating and air conditioning unit, 
lavatory and employees’ lounge. 


This is merely one example of LeFebure 
experience and planning ability resulting 
in attractive, efficient, convenient trailer 
branch operations. 


If Trailer Branch Banking fits into your 
growth pattern, call on LeFebure experi- 
ence. Mail coupon today for full details. 


Stems avid Cguyortent 


presentatives in Most Principal Cities 
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LeFebure under-counter units are neat, compact and 
accessible, provide required space for efficient operation. 





Many visitors express surprise that this trailer branch 
contains comfortable lounge facilities. 


LE FEBURE CORPORATION 
CEDAR RAPIDS, IOWA 


Please send complete information on TRAILER 
BRANCH BANKING. 
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NEW ZEALAND © 


Over the past 93 years THE 
COMMERCIAL BANK OF AUSTRALIA 
LIMITED has gathered a completely 
comprehensive knowledge of eco- 
nomic and financial conditions in 
these two greatly expanding nations. 


More than 780 Offices through- 
out New Zealand and Australia 
provide up to date information on 
the local outlook and offer facilities 
for every type of transaction. 


THE COMMERCIAL BANK 


OF AUSTRALIA LIMITED 


FOUNDED 1866 


Head Office: 335-7-9 Collins Street, 
MELBOURNE, AUSTRALIA, 


Chief New Zealand Office: 
328-330 Lambton Quay, 
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European Investment Bank, 11 Mont des Arts, Brussels, Belgium 


$214 billion development loan fund is under its directions 


| its European neighbors and Common 


Market partners. 
The section on banking in Belgium 


' is particularly interesting, providing 
| figures on foreign exchange reserves 


and bank deposits for selected years. 
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European Investment Bank 


The rapid comeback of the Euro- 
pean Economic Community has fo- 
cused attention on the future devel- 
opment of the Common Market 
through the resources of the Euro- 
pean Investment Bank. 

The E.I.B. is a non-profit organiza- 
tion formed by the E.E.C. members 
to foster the smooth and balanced 
growth of the Common Market. This 
will be accomplished by financing 
projects in underdeveloped E.E.C. 
regions which cannot be financed by 
other means. Its funds can also be 
used for modernization of existing 
facilities or new industrial projects 
required by the Common Market. 

Four projects totaling $24 million 
were recently authorized by the 
E.I.B. These were the first to be 
granted by the agency, which has a 
lending capacity of $2.5 billion. The 
Our dam and a hydroelectric power 
station in the Vianden-Bivels area 
of the German-Luxembourg frontier 
will utilize $4 million in E.I.B. funds. 
Total cost of this program is $40 
million. The 320,000 K.W. power sta- 
tion will provide electricity for con- 
sumers in Luxembourg, Germany, 
Belgium and France. 

Another loan of $9 million will 
finance construction of an electric 
power station in Southern Italy. Two 
other loans are also to be used in this 
area: one for $7 million for a petro- 
chemical factory; the other for $4 
million for a plastics factory. Both 
units are being built at Priolo, Sicily. 

Investigations and discussions of 


other loans are currently being made, 
but indications are that these loans 
involve only $10 million or so, leav- 
ing a large sum available for future 
projects. One problem has been that 
the Bank’s interest rates are higher 
than other agencies in the develop- 
ment field. This is true in Holland, 
for example. Another factor is that 
the Bank’s funds are being used on 
long-term projects. Once the funds 
are loaned, they are gone for a period 
of 20 or 30 years. 

Each of the Common Market mem- 
bers—France, Germany, Italy, Bel- 
gium, Luxembourg and the Nether- 
lands—also has the power to veto 
loans on projects which may be po- 
litically inspired. Each project has 
to be unanimously approved by all 
participants or no loan is made. Full 
accord has been hard to reach, even 
on the projects that have been ap- 
proved. However, as the tariffs and 
other barriers are removed, we are 
sure to hear a great deal more about 
E.I.B., which is under the direction 
of President Pietro Campilli. 
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Scottish Bank Orders 
New Bookkeeping Machines 


The Clydesdale & North of Scot- 
land Bank Limited has taken the first 
step toward full automation of its 
bookkeeping system. 

The Bank has ordered early deliv- 
ery of a number of electronic book- 
keeping machines at its head office in 
Glasgow. The machines automatical- 
ly perform a number of time-con- 
suming processes which are now done 
by the machine operator. 

The key to the system lies in two 
factors: in the allocation to each cus- 
tomer of a distinctive account num- 
ber, and in magnetic strips on the 
reverse of each ledger card which 
“store” such information as the ac- 
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Society NATIONAL BANK 


OF CLEVELAND 


STATEMENT OF CONDITION © JUNE 30, 1959 


RESOURCES 


Cash on Hand and Due from Banks. . ......+s+e+e-s 
United States Government Obligations . ......+e6-. 


Other Bonds and Securities 
Loans and Discounts .. . 


Banking Premises. ... . 


Interest Accrued and Other 
Total. 


Canital Stock. .i.< «1%. 
ie er Le eee a 
Undivided Profits .... 


. . . . . . . . . . . . . . 7 


LIABILITIES 


Reserve for Taxes and Expenses ........+4+++e2e6 
Deferred Credits and Other Liabilities .......... 


SP, 0-0-0, oa 


. + . . * . 2 ~ © . 7 . . . . 


o © « « « « $ 42,114,191.68 
90,580,783.36 
48,537 ,570.94 
220,319,946.83 
5,144,053.33 
2,706,213.77 


~ + © « « + $409,402,759.91 





+ « « « « « $ 12,000,000.00 
18,000,000.00 
1,624,979.43 
1,810,976.85 
2,526,647.99 

373,440,155.64 


» « « « « »« $409,402,759.91 





United States Government Obligations carried at $11.155,000.00 are pledged to secure 


Public Deposits, Trust Deposits and for other purposes as required or permitted by law. 


Member Federal Deposit Insurance Corporation 





WARREN BICKNELL, JR. 

President 

The Cleveland Construction Co. 
ROBERT F, BLACK 

Chairman of the Board 

The White Motor Company 
CHARLES B. BOLTON 

President, Payne-Bingham Co. 
T. J. CONWAY 

President 

The Fisher Brothers Company 
THOMAS COUGHLIN 

Director 

The Murray Ohio Mfg. Company 
ERNEST C. DEMPSEY 

Attorne 

Squire, Rentini & Dempsey 
WILLIAM H. FLETCHER 


& Retired 





DIRECTORS 


MERVIN B. FRANCE 

President 
WILLIAM HARVEY KYLE 

Executive Vice President 
FRANK C, LEWMAN 

Director 

The Richman Brothers Company 
ABE M. LUNTZ 

President & Treasurer 

The Luntz Iron & Steel Company 
JAMES L. MYERS 

Chairman of the Board 

Clevite Corporation 
LAURENCE H. NORTON 

Treasurer and Director 

Oglebay Norton Company 
HUGH M. O’NEILL 

President 

Anchor Motor Freight, Inc. 


~ 


DRAKE T. PERRY 

Consultant 

The Harshaw Chemical Company 
RALPH 8S. SCHMITT 

Vice President & Secretar 

The Cleveland Twist Dril 

Company 

VERNON STOUFFER 

President 

The Stouffer Corporation 
CLARENCE M. TAYLOR 

President 

The Harris Calorific Company 
JOHN S. WILBUR 

Vice President 

The Cleveland-Cliffs Iron Company 


ARTHUR P. WILLIAMSON 


Chairman of the Board 
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count number and the outstanding 
balance in a form which can be elec- 
tronically “read” by the bookkeeping 
machine. 

When the operator keys in the ac- 
count number and the amount of a 
check or credit directly from the 
voucher itself, the machine will au- 
tomatically ensure that it is being 
posted to the correct account, pick 
up the old balance, subtract or add 
the amount and produce the new bal- 
ance on the ledger card, both in 
printed form and, unseen to the eye, 
in electronic form on one of the mag- 
netic strips, ready to be scanned by 
the machine when the next operation 


on the account takes place. 
Simultaneously with these opera- 
tions, the machine will prepare the 
bank, statement in the same form 
with which customers are already 
familiar, and keep a running record 
of the day’s transactions which, at the 
close of business, will enable their 
accuracy to be proved. These ma- 
chines will also make interest cal- 
culations where these are involved 
and automatically provide an up-to- 
date total of the number of transac- 
tions passed through each account. 
Preparatory work already under- 
taken to ensure a smooth changeover 
to the new machines when they are 





TORONTO - DOMINION 


Over 500 Branches from Coast to Coast in Canada 
Head Office —Toronto, Canada 








delivered has included the installa- 
tion of a check imprinter at the head 
office. It is by means of this ancillary 
equipment that the account number 
which has been allotted to each cus- 
tomer will be printed speedily on the 
forms in every check book. 


4 + a 


Midland Extends 
Term on Farm Loans 


The Midland Bank, the first Brit- 
ish bank to introduce instalment 
credit service has again taken the 
lead, this time with a new loan serv- 
ice to farmers. It is now prepared to 





FIVE. 


- financial ines 
Taree! of) Darimers 


"At the Midland Bank svarvice Sav tureners” lett Shean being an exmpty 
follows, 





1 The Mites Denk <i capptomien 4 winhtty gate ah xenta-mcetey 
farmer to an extent which will ensute the efficient fatming of his holding. 
wn 2 An expecially tiberai line will be taken with » young farmer making his way. 
VS Where a farmer puts himself in the hands Of the N.ALAS, of the experts of 
jarge concerns who specialise «n agnculture and these advisers are of the opinion 
that with more credit greatly improved results will be shown. the Midland Bank 
i ee 
OO A i advances ate required to finance the purchase of machinery and imple- 
ments they will be made al normal banking tates with repayments spread 
ANY ont 8 yom: 
& in approved cases the Midiand Bank is prepared to finance the purchase or 
‘i amprovement of farts. 


The least expensive form of credit available to @ farmer ix that provided 

‘br his bonker. If vou would like t0 know more about the assistance vou 
can obtain from the Midland Bank, ge and see the Manager of your 
nearest branch. He is there to help vou. 


MIDLAND BANK LIMITED 


HEAD OFFICE: POULTRY - LONDON - E£.C.2 





Part of intensive campaign 


advance money for as long as 20 
years for the purchase and improve- 
ment of farms. 

Repayments will be made annually 
over the 20 year period. Farmers will 
only pay the normal interest charge 
for the new service, at the moment 
about 5 per cent. But the bank re- 
serves the right to call in the loan 
on demand if the borrower proves to 
be unsuccessful. 

Although agriculture is a com- 
paratively minor economic activity in 
Britain, farmers are the most im- 
portant single group of bank borrow- 
ers and account for more than 10 per 
cent of all bank loans. Thus, their 
business is a valuable prize in the 
competitive struggle. 

Midland Bank has already started 
an intensive advertising campaign to 
make both new and old services bet- 
ter known to farmers, as shown 
above. Space has been taken in more 
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than 100 agricultural magazines and 
newspapers circulating in rural 
areas. 

All this follows hard on the heels 
of a Radcliffe Committee suggestion 
that banks should offer farmers long 
term loans “within reasonable lim- 
its” and should also publicize their 
agricultural services. The National 
Farmers Union has naturally been 
quick to welcome the Bank’s move. 


° e 4 


Dollar-Guaranteed Share 
Issued In Argentina 


Lack of confidence in the future of 
the Argentine currency market oper- 
ated as a deterrent to saving and, 
during the past few years, made it 
difficult for the Argentine industrial- 
ist to raise funds to finance the ex- 
pansion of his enterprise. 

To circumvent these difficulties 
one Argentine company—Industria 
Textil Argentina S.A. (INTA)—is 
now floating a new series of special 
preference shares of exceptionally 
interesting characteristics, partic- 
ularly for the small investor. Sub- 
scription terms provide complete pro- 
tection against monetary inflation. 

The issue of special preference 
shares—with a pegged premium of 
$30 annually—totals 32,250,100 n/v. 
Shares of 100 n/v may be purchased 
for 130 pesos. The company hopes to 
raise some 40 million pesos. The 
shares are “special” in the sense that 
the annual dividend, which will be 
cumulative for five years, is ex- 
pressed as “the equivalent in local 
currency of $30 per share of 100 
pesos nominal value.”’ At the present 
dollar exchange rate of 84:1 this 
means approximately 25 per cent on 
the nominal value of the share or 
just over 19 per cent on the sub- 
scription value. The peso equivalent, 
however, will be calculated at the 
rate of exchange ruling on the day 
immediately preceding the date of 
payment of the dividend, i.e., on 
June 29 and December 30 each year. 
The initial dividend is payable as 
from July 1, 1959. 

In the redemption stipulations an 
attempt has also been made to safe- 
guard the share against capital loss 
both through local and foreign infla- 
tion. Shares may be redeemed not 
earlier than September 30, 1960 by 
repayment either at par (100 pesos 
each) or at the equivalent in local 
currency of $250, whichever is high- 
er. The nature of the shares is such 
as to make them negotiable abroad, 
and suitable for foreign stock mar- 
ket quotation. 

Observers believe that if this issue 
is successful it may start a new 
fashion in share issue terms both in 
Argentina and elsewhere in South 
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America, at least as regards prefer- 
ence shares. Assuming that the fu- 
ture exchange value of the peso is 
more likely to range above than be- 
low the present rates, it is clear that 
the company may suffer. However, 
this may be the only way to raise 
capital in the local market under 
present circumstances. 

For the time being, it is perhaps 
only on the basis of such procedures 
that an active capital market in Ar- 
gentina can be restored. The peso- 
dollar parity implicit in the INTA 
redemption terms is a rate of 40 
pesos per dollar. With the peso at 
present probably over-valued at more 
than double that rate, and likely to 
remain so in the future, the inves- 
tor’s capital appears very safe. 


& . ° 


Indian Bank’s Efforts 
Help Flood Victims 


The Canara Bank Limited, Banga- 
lore, India, recently sponsored a 
highly-successful relief fund drive 
to obtain help for thousands of home- 
less and destitute families. They 
were victims of unprecedented July 
floods, which had washed away crops, 
cattle and homes in Mysore State. 
The Bank quickly stepped in with the 
announcement that it was accepting 


Within two weeks, bank had led relief fund over the top 


donations for the flood victims and 
would not rest until it had reached 
its goal of 100,000 rupees. Its 70 
branches throughout India served as 
collection stations in the all-out ef- 
fort, which was publicized in key 
newspapers, advertisements and ral- 
lies. 

Within two weeks the Bank had 
reached its target. In the photo 
above, Shri A. Damodar Pai, chair- 
man of the bank, center right, pre- 








AUSTRALIA OFFERS 
opportunities for industries 


United States investment in Australian industry already totals 
over 500 million dollars. With its rapidly expanding local market 
and proximity to South-East Asian markets, Australia continues 
to provide opportunities for industries. 





If you are inter- 
ested in Australia 
and require indus- 
trial, economic, or 
market information, 
you are invited to 
use the compre- 
hensive facilities of 
the Bank of New 
South Wales, the 
oldest and largest 


commercial bank operating in Australia, New Zealand, Fiji, 
Papua and New Guinea, with over 1,000 branches and agencies, 


BANK OF NEW SOUTH WALES 


ESTABLISHED 1817 


Head Office: Sydney, Australia 
International Division — John W. McEwen, Manager. 
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sents a 100,001 rupee check to B. D. 
Jatti, chief minister of Mysore State, 
at a victory dinner. 


° ° od 


Holland’s Giro 


In 1958 Holland’s Postal Cheque 
and Transfer Service (Giro) showed 
the turnover of debit and credit en- 
tries totaling 163.7 billion guilders 
($36 billion). What portion this is 
of the total Dutch payment traffic 
is unknown, since the commercial 
banks and kindred institutions do 
not publish corresponding figures. 
The Dutch Giro carries out a very 
big part of the payments traffic, 
which in the United States or Brit- 
ain is effected by the banking sys- 
tem. No wonder that Mr. A. J. H. 
Teyen, manager of Giro of The 
Hague (a “servant” of this forty-one 
year old institute for no less than 
37 years) is proud of its achieve- 
ments. 

The turnover mentioned above re- 
quired 257,600,000 entries or nearly 
one million a working day. There 
are 725,000 accounts or 61 for each 
1,000 population, compared with 
France’s 103, Belgium’s 85, Sweden 
and Switzerland’s 53, and West Ger- 
many’s 32 per 1,000. 

The total of balances outstanding 
with the Dutch Giro at the end of 
1958 was 1.6 billion guilders ($421 
million), equaling some 14 per cent 
of the money in circulation in Hol- 
land. The balances are guaranteed by 
the Government. 

The average balance per account 
is over 2,000 guilders ($526) with 
turnover per account of 200,000 
guilders ($52,600) per annum. A 
sub-division of the accounts at the 
end of 1958 gave the following pic- 
ture: 366,000 individuals; 143,000 
businesses; 110,000 mixed business 
and private concerns; 41,000 associa- 
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A LARGE, EXPERIENCED STAFF 


YOUR BANK WILL BENEFIT 
FROM THESE 
NORTHERN TRUST SERVICES 


Whether your bank is minutes 
away or miles away, you can 
enjoy the Northern Trust 
banking services portrayed on 
this page... provided with 
the considerate, personal at- 
tention that has been a 
Northern Trust tradition for 
70 years. 


The 
NORTHERN/YRUST 


NORTHWEST CORNER YOUN 


LASALLE AND MONROE BANK 
Chicago, Illinois * Member F.D.1. C. 
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A FULL RANGE OF SERVICES AND FACILITIES 











Transfers, checks, keep 
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countries, and of receiving cash de- 
posits and paying out cash, both the 
latter transactions being effected ex- 
clusively through the various post 
offices in Holland. 

About 80 per cent of all transac- 
tions are transfers from one account 


to another. These transfers are ef- 
fected free of charge, except for the 
form the account-holder uses for 
ordering the transfer. This form 
costs two Dutch cents ($.005). For 








You Keep 100% of the Commissions When You Sell 
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Available in convenient 
denominations of $10, $20, $50 
and $100 — ata 
$1.00-per-$100 rate. 
Write today for — 
full details. 
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cash payments into an account there 
is a charge of 15 Dutch cents (about 
$0.4) and for cash payments from 
an account of 25 Dutch cents (about 
$.065). These small amounts are 
charged to reimburse the various 
post offices for their services of pay- 
ing and cashing checks. This runs 
into an amount of approximately 16 
million guilders a year ($4.2 mil- 
lion). 

Though the Giro service is prac- 
tically free of charge, it should be 
borne in mind, that contrary to the 
private banks, the Giro does not pay 
any interest on credit balances. The 
Giro does not allow any balances in 
the red, and its office machinery has 
been constructed in such a way that 
it cannot book in the red. 

The efficiency of the Giro is such 
that within the Netherlands both 
parties to a Giro transaction are 
notified of the execution of the deal 
on the second or third day after the 
order has been posted, in special 
postage-free envelopes. On the same 
form on which the debit or credit is 
printed appears also the latest bal- 
ance of the account. Using the Giro 
in the Netherlands is extremely sim- 
ple, cheap and secure. 

No wonder that big and small com- 
panies, banks, the central and local 
government offices, public utilities, 
nearly all retailers and associations, 
a growing number of private per- 
sons — housewives, farmers, etc. — 
have accounts with the Giro. Letter 
headings and invoices usually carry 
the number of the Giro account. 

The sum total of all accounts of 
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With counter space 
at a premium, this 
small, extremely ef- 
ficient, electrically 
operated Model 502 
is invaluable to 
tellers. 


When single key 
depression is pre- 
ferred and conser- 
vation of counter 
space is not import- 
ant, the Model 500 
is an ideal choice. 


When a single unit 
combining both a 
keyboard and coin 
dispenser for direct 
delivery of coins is 
desired, the Model 
450 is the perfect 
answer. 


If counter construc- 
tion will not permit 
the use of some 
other model or it is 
desired to have 
tellers personally 
hand coins to cus- 
tomers, then Model 
350 will fill the 
need completely. 
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SIZE WITH INSTANT ELECTRIC KEY ACTION 


With counter space at a premium, the small, extremely effi- 
cient, electrically operated Model 502 Brandt Electric Automatic 
Cashier is invaluable to tellers. It consists of two units, a coin 


. dispenser and a keyboard. The keyboard may he used anywhere 


desired in the teller’s work area including the cash drawer. 
When the keyboard is placed in the cash drawer the Model 502 
requires less than half as much space on the counter as other coin 
paying machines. Instant payments can be made with the Model 
502 because of the simplicity of the keyboard. Instead of search- 
ing among 99 keys, as on other machines, for the proper key, the 
teller makes the selection for a payment from only 19 keys. It’s 
as easy as that! Keys are instantly located. 

Also available is the Model 500 Brandt Electric Automatic 
Cashier which too is made up of two units, a coin dispenser and 
a keyboard. This machine differs from the Model 502 in that 
the keyboard has a full range of keys from 1¢ to 99¢ inclusive, 
thus requiring the depression of only a single key to make a 
coin payment. ; 

Still more electrically operated Brandts available are the 
Models 350 and 450 combining the coin dispenser and full key- 
board into a single unit. For further information regarding these 
machines see the illustrations and descriptions thereof to the left. 

In addition to the above Brandts, there are also manually 
operated machines similar in design and operation to the Models 
350 and 450. 

Among the several types of Brandt Automatic Cashiers avail- 
able, there is one to fit every coin paying requirement. 

Other Brandt products include a Coin Sorter and Counter, 
Coin Counter and Packager and a complete line of coin wrappers 
and bill straps. 

A Brandt representative will be glad to give you further 
information regarding our products or, if you prefer, we shall 
write you giving full particulars. 


BRANDT°AUTOMATIC CASHIER®’CO. 
Watertown, Established 1890 Wisconsin 
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course fluctuates, but there is hardly 
any tendency for it to be drawn down 
in cash or to be transferred to the 
private banks: the long-term trend 
is one of constant rise. The Dutch 
Giro which is part of the Govern- 
ment Post, Telegraph and Telephone 
Service (P.T.T.) is at present a 
profit making institute. For 1958 the 
working profit was approximately 5 
million guilders ($1.3 million). It is, 
indeed, rather tricky to make such a 
postage-free transfer service work at 
a profit. The Giro does it by a cau- 
tious long-term investment policy, in- 
vestments being effected only in first- 
class bonds, mortgage bonds and pri- 
vate loans. A maximum of 85 per 
cent of the sum total of balances may 
at any time be invested. 

A complete renewal of the office 
machinery was carried out in the 
past four years and has made it pos- 
sible, despite the growth in the num- 
ber of accounts and in business 
transactions, to maintain the staff at 
about 5,000. Mechanization should 
shortly allow for more use of auto- 
mation which is now the object of 
a careful study. 


The swing to mechanization has 
made it possible to remove the re- 
striction, which, since the end of the 
war, had been introduced with regard 
to the opening of new private ac- 


English Scottish & Australian Bank, Adelaide, South Australia 





National defense exhibits made the bank look like an arsenal 


counts. This has led to a marked rise 
in the number of accounts during 
1958 and the first eight months of 
1959 from 653,000 to 725,000, as 
against a rise of only 7,000 in the 
year 1957. 

Very helpful in this respect has 
also been the recently completed de- 
centralization program. This has as- 
sumed the form of the establishment 
of a second office at Arnhem, to 
which the accounts of the eastern 





Your Gateway to U.S. Midwest Trade— 
and International Banking Cooperation 





MANUFACTURERS NATIONAL BANK offers overseas 
banks, along with U.S. banks, its international 
banking facilities. The staff is experienced in 
every phase of foreign banking and is ready to 
work with you at any time. 


International Banking Department 
Cable address: MANU BANK 


MANUFACTURERS NATIONAL BANK 


DETROIT, MICHIGAN 


Member Federal Deposit Insurance Corporation 








and northeastern provinces of the 
Netherlands, about a quarter of the 
total accounts, have been moved. 

As to further growth: This will be 
greatly dependent on the growth of 
population and of prosperity. Mr. 
Teyen holds that an increase within 
the next ten years to 1 million ac- 
counts and to 500 million transac- 
tions per annum may be envisaged. 

The success of this well-organized 
system is evident. The Giro in Hol- 
land hardly treads on the commercial 
banks’ toes; it has its own function 
to fulfill and it does it excellently. 

> 2 a 


Australian Exhibit 


High altitude research rockets, 
satellites and models of the latest 
Boeing 707 jet planes were some of 
the 52 exhibits displayed at the re- 
cent “A Look into the Future” ex- 
hibition held in the Adelaide, South 
Australia Office of the English Scot- 
tish & Australian Bank Ltd. 

The display, shown above, was 
opened by the Chief Secretary for 
South Australia, The Hon. Sir Lyell 
McEwin, was described as “off the 
beaten track public relations work” 
and created widespread interest 
among all age groups. During the 
course of the exhibition, which was 
on display for nine days, nearly 30,- 
000 visitors “looked into the future”. 


e * + 


Advancements 


James W. Ollason, former chief su- 
perintendent of branches, and David 
B. Thomson, previously chief ac- 
countant, are new general manager’s 
assistants at the Clydesdale & North 
of Scotland Bank Limited, Glasgow. 

William C. McDonald has been 
named chief accountant and James 
V. Mair, assistant chief accountant. 
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How Calcasieu Marine National Bank’s 


“Open drawer policy” really packs ’em in! 


“It’s surprising that a small thing 
like a drive-in window’s deposit 
drawer can be so important in 
increasing business,” says Mr. 
Lloyd J. Baquet, Manager of Cal- 
casieu Marine National’s South 
City Branch in Lake Charles, La. 


anaes “Many of our depositors have 
See ve “ eommented favorably on our two 
Mosler ‘New Picture Windows.’ When asked for reasons, 
many were mentioned. One often cited is the window’s 
end-opening deposit drawer. 
‘For the first time I can see what I’m doing.’ 


“In the past, it took all kinds of gymnastics to get the 
hand up, over and into the drawer. Then the depositor 
had to grope blindly for his material. 


ps g Se a ? 
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“Our windows serve everything from trucks to small 
foreign cars. Again the deposit drawer is ideal. It’s 
electrically operated, can be extended to any point up 
to 14 inches...further if need be. In short, it’s designed 
to suit any size vehicle or depositor’s arm. 


“We’re really Mosler-equipped. In addition to our ‘New 
Picture Windows,’ we have two Century 7 Vault Doors, 
Day and Night Depository and 768 Safe Deposit Boxes.” 


PROBLEM SOLVING—A MOSLER SPECIALTY. From the larg- 
est bank vaults to the smallest safe deposit boxes, Mosler 
design and manufacturing experience is at your service. 
Mosler is the world’s largest builders of safes, vaults 
and banking equipment. 


Write for information on any kind of customer conven- 
ience and protection equipment. 





See what happens in 1/2 a second with Mosler’s deposit drawer. It’s automatic, draft-proof, end-opening. 


Integrated banking equipment by The Mosler Safe Co. 


Dept. N-9, 320 Fifth Ave., New York 1, N. Y. In Canada: Mosler-Taylor Safes Ltd., Brampton, Ontario 
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1859-1959... CANADA’S FIRST BANK COMPLETES A CENTURY OF PROGRESS IN THE U.S. 


Bank of Montreal 


Begins 


its Second Century 
in the U.S 


at 


Two Wall Street 


Wall Street at Broadway—1859 


100 Years $90... 


the Bank of Montreal opened the first per- 
manent American office of a Canadian 
bank, at 23 William Street in New York. 

Since then commerce between the U.S. 
and Canada has steadily expanded to 
more than $6.5 billion a year. Over 4,000 
U. S. corporations are established in 
Canada. American investments north of 
the border exceed $13 billion. 


As this two-way trade grew, the Bof M 


BANK OF MoNnTREAL 
Canada's First Sank Coacst-to 


BRANCHES IN ALL TEN PROVINCES 
District Headquarters: 


HALIFAX, TORONTO, WINNIPEG, CALGARY, 
SAN FRANCISCO: 333 California Street ° 


NEW YORK: Two Wall Street 


MORE THAN 800 BRANCHES IN CANADA, UNITED STATES, GREAT BRITAIN AND EUROPE . 
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moved to progressively larger quarters in 
New York. Offices were opened in Chicago 
and San Francisco. Planning for the 
future, the B of M’s New York Agency 
now moves to an important new address... 


The Second Century... 


begins at Two Wall Street in the building 
purchased by the Bank of Montreal to 
serve its customers better. 

This move shows the tremendous prom- 
ise of future growth in U. S.-Canadian 
trade. American capital and know-how 


VANCOUVER 


CHICAGO: Board of Trade Bidg., 
RESOURCES EXCEED $3,000,000,000 * 


will continue to play an important part in 
Canada’s dynamic industrial develop- 
ment. Large cities and a population that 
will grow from 17 million to an estimated 
26 million by 1980 make Canada the first 
export nation for the U. S. 

As Canada’s first bank begins its sec- 
ond century in the U. S., it is uniquely 
equipped to serve American interests in 
Canada. Behind the agency at Two Wall 
Street stands a $3-billion organization 
with more than 800 branches and unpar- 
alleled experience in meeting the needs 
of U. S. businessmen in Canada. 





10 2 ant 


Head Office: Montreal 
141 West Jackson Blvd, 
CORRESPONDENTS THROUGHOUT THE WORLD 
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Investment Fund 


The Canada Trust Company, Lon- 
don, Ontario, has introduced an in- 
vestment fund for individuals in 
search of an _ attractive, flexible 
means of investing monies at mod- 
erate cost. Called the Canada Trust 
Investment Fund, it is designed for 
the smaller agency account and em- 
ployer-employee savings plans. In- 
vestors can obtain either fixed in- 
come or equity units. The fixed in- 
come units are based on safety and 
assured income from government 
bonds, high grade corporation bonds, 
debentures and first mortgages. 
Equity units are largely invested in 
common stocks of sound corpora- 
tions, providing a share in the growth 
and earnings of major industries. 

A minimum of five $20 units can 
be bought or redeemed at the net as- 
set value on the last business day of 
any month. Administration costs are 
stated to be modest and there are 
no acquisition or discontinuance fees. 

Deposits in the C.T.I.F. are tax- 
able, and the government’s 20 per 
cent tax credit is allowed on divi- 
dends received in respect of Cana- 
dian corporations. 


Sd ° e 


Bank Stationery 
Is Big Business 


The stationery department of a 
Canadian bank is big business. In the 
case of the Toronto-Dominion Bank 
it is an annual near $1 million opera- 
tion to supply the more than 500 
branches of the bank in Canada, New 
York and London, England, with 
everything from pencils and note- 


By JAMES MONTAGNES 





Printing shop, stationery department, Toronto-Dominion Bank, Toronto 


Three presses are in constant use printing forms for offices 


paper to floor polish and revolvers. 

The stationery department of the 
Toronto-Dominion Bank is located 
in a four-story building on Queen 
Street West at Toronto. Supplies of 
all kinds are shipped from here daily 
to the bank’s branches. Because sta- 
tionery is a major item, the depart- 
ment has its own printing shop, 
where three presses are constantly in 
use printing the many forms needed 
in the bank’s operations. The variety 
of stationery can be gauged from the 
fact that the bank uses 70 different 
types of envelopes. 

Shipping and receiving combine to 
make one of the department’s most 
important time-consuming  opera- 
tions. Every day there are problems 
in expediting and packaging such 
products as ammunition, ink, ad- 
vertising material, brooms, light 


Nearly $1 million in supplies are shipped annually to branches 


Packaging section, stationery department, Toronto-Dominion Bank, Toronto 
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bulbs, string, cleaning materials and 
the large assortment of stationery. 
Inventory control is in its hands. 

Miles Morgan, a former Canadian 
Army captain of the ordnance and 
stores services is in charge of the de- 
partment. Under him he has a small 
but efficient group of shop and office 
people, some of whom have been with 
the bank as long as 30 years. In 
Toronto, where the bank has about 
120 branches, a fleet of the bank’s 
own trucks is kept busy supplying 
the branches with their needs. 
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Satisfied Customer 


Douglas F. Johnston, a customer 
of the Bank of Montreal at Victoria, 
B.C., for 40 years died this year and 
in his will left a bequest of $1,000 to 
the manager of the Bank of Mon- 
treal at Victoria. Mr. Johnston 
stated in his will that the money was 
to be used at the rate of $250 a year 
towards staff activities of the bank 
where he had such friendly dealings 
over four decades. 


° a aa 


Flexible Interest Tables 


A new type of easy-to-use slide 
rule interest table, covering interest 
from % of 1 per cent to 10 per cent 
has been devised by a Ukrainian Or- 
thodox priest. Confronted with dif- 
ficulty in figuring interest payments 
on a loan when he purchased a house 
at Toronto, George Tatomyr, 67-year 
old priest worked out a set of in- 
terest tables. 

The interest rates have been de- 
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Trade detail 
for simplicity! 
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Save 10 steps with Allison Coupon 
Books and yet retain all the ad- 
vantages of automatic accounting. 
Coupons provide input to any 
card or tape-actuated equipment. 


Write for complete information 
on this modern, attractive, easily- 
read and conveniently-carried 
Allison Coupon Book. 


Pewee erent area ene 


ALLISON COUPON COMPANY, INC. ! 
P. 0. Box 102, Indianapolis 6, Indiana I 


Please send me information and samples il 
showing the step-saving benefits of Allison & 
Coupons. t 


Name 





' 
Firm 





Address. 





City and State 


Hes ee cee eee 


mail coupon today to... 


ALLISON COUPON 
COMPANY, INC. 


P. O. Box 102, Indianapolis 6, Indiana 
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GEORGE TATOMYR 


Interest table inventor 





vised in a telephone flip-up index and 
on a slide rule, on the basis of 360 
|days a year. Canadian banks figure 
|interest on a 365 day basis. 

| The slide rule shortens the time 
| required to add the number of days 
| between the date when a loan is taken 
| and the date when repaid. Ordinarily 
'the days of each of the intervening 
/months must be added, taking per- 
| haps several minutes and being liable 
to error. The slide rule immediately 
‘gives the number of days from the 
first date to the retirement date of a 
loan. The back of the slide rule has 
interest tables for one day. Calcula- 
tion is easily done on an ordinary 
logarithmic slide rule by multiplying 
the number of days by the interest 
for one day. 

Mr. Tatomyr has also prepared an 
interest table at various rates for up 
to 36 days. 

The invention has been discussed 
| with Canadian banks and the Cana- 
‘dian Bankers’ Association by Mr. 
| Tatomyr and Paul H. Baumann, a 
young Danish-Canadian engineer 
who established Canadian Research 
and Development Foundation two 
years ago as a non-profit organiza- 
tion to help inventors. Mr. Tatomyr 





y | is currently a priest at a Ukrainian 


Orthodox church in Syracuse, N.Y. 
° 7 ° 

| 

Savings Bonds 


The Canadian government plans a 
new Savings Bond issue in October, 
according to Finance Minister Don- 
ald Fleming. Sales of the 1958 Sav- 
ings Bond campaign totaled $921,- 
000,000 with 1,150,000 applications 
for the bonds. It is the widest held 
security in Canada. 

The new issue is to retain all the 
advantages of immediate liquidity at 


| 
| 





face value and convenience of pur- 
chase through payroll deductions and 
other instalment methods used on 
previous campaigns. Terms of the 
new bonds will be revealed this 
month. 
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Tight Money 


The increase in the Canadian bank 
interest rate reached its peak at mid- 
August when the Bank of Canada 
rate reached a record of 6.41 per 
cent. The legal maximum for Cana- 
dian commercial bank loans is 6 per 
cent. 

Canadian bank stocks slipped a 
few points immediately on the To- 
ronto and Montreal stock exchanges, 
newspaper headlines heralded a 
tightening of bank credit, and poli- 
ticians alternately blamed the com- 
mercial banks, the Bank of Canada, 
and the federal government. 

Harold W. Thomson, president of 
the Canadian Bankers’ Association 
and general manager of the Imperial 
Bank of Canada, stated that “the 
banks must curtail further expansion 
in their lending policies. The banks 
most regretfully are deprived of the 
flexibility necessary to make new 
loans in particular and, in a general 
way, to provide for increases in the 
amounts already borrowed under ex- 
isting credits.” 

He pointed out that there had been 
a drastic increase in interest rates 
in Canada since the beginning of the 
year. The yield on three-month gov- 
ernment treasury bills, which was 
3.25 per cent on January 8, had risen 
to 6.16 per cent on August 13. The 
bank rate, the minimum rate at 
which chartered commercial banks 
may borrow from the Bank of Can- 
ada, had reached 6.41 per cent, the 
legal 14 of 1 per cent over the rate 
on treasury bills. 

Curtailment of credit has been 
forced on the chartered banks by 
tight money coupled with the 6 per 
cent legal ceiling on the lending rates 
of chartered banks, James Muir, 
chairman and president of the Royal 
Bank of Canada explained in a pub- 
lic statement. The banks have not 
sought to increase earnings by ask- 
ing for a rise in the interest ceiling, 
he stated. 

Following the record bank rate, 
the Bank of Canada the next few 
weeks called tenders for a smaller 
amount of 91-day treasury bills, the 
government drawing on its own re- 
serves for the balance. Finance Min- 
ister Donald Fleming stated that 
instead of the usual $135 million be- 
ing called each week, the Bank of 
Canada would only call for $95 mil- 
lion and dip into its current balances 
of over $400 million for the rest. 
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BANK COVERS CANADA AND NORTH TO THE ARCTIC 


Through one of the world’s larger banks, any U. S. 
banker can be in quick touch with local conditions 
in almost any Canadian village, as well as with every 
major city in our country. Our more than 800 branches 
are located from ocean to ocean—from St. John’s, 
Newfoundland, northwest to Inuvik in the high 
Arctic—the northernmost bank in the New World 
—and west to Port Alberni, on Vancouver Island. 


Whether it occupies the tallest building in the 
British Commonwealth, or a trailer in a new oil field 
or mining settlement, each of our offices is staffed 
to assure prompt, dependable banking services. You 
are invited to make use of our information facilities 
for the benefit of your own customers. Write to 
our Business Development Division—Head Office: 
Toronto, Canada. 


‘In Canada, it’s— 


THE CANADIAN BANK OF COMMERCE 


HEAD OFFICE—TORONTO 1, CANADA 
More than 800 Branches across Canada 


Branches also in London, England * New York + San Francisco * Los Angeles « Seattle + Portland, Ore. * Bridgetown, Barbados 
Kingston, Ocho Rios and Port Antonio, Jamaica + Port of Spain, St. James and San Fernando, Trinidad « Nassau, Bahamas 


Resident Representatives in Chicago, Illinois and Dallas, Texas 
European Representative, Zurich, Switzerland 
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That’s right, thirteen — a “baker’s dozen.” That’s a basic PNB phi- 
losophy — the. principle of giving extras in correspondent service. 
Like the extra speed with which we process transit items, making 
funds available to correspondents sooner, by the fastest possible ma- 
chines and methods. Your own comparison of date-stamps will 
prove the point. 


It’s dollars to doughnuts you’ll get more out of a correspondent 
relationship with PNB. 4 


THE PHILADELPHIA NATIONAL BANK | 2 


PHILADELPHIA, 
BUCKS, DELAWARE 


: 13 . | >A Var Vice e'R 
PHILADELPHIA 1, I ( I AND MONTGOMERY 


COUNTIES 





Burroughs Clearing House 



























THE BOOKLET COUNTER 








European Markets . . .One of the 
most outstanding graphic presenta- 
tions aimed at the: American busi- 


the european} 
market ) 


i 
| 


A new market observed 


nessman is a recently published book- 
let that describes in picture and in 
copy the story of the European Mar- 
ket. The 54-page brochure, printed in 
France, presents an excellent view of 
potential markets and business op- 
portunities offered by the communi- 
ties that comprise this new trade or- 
ganization, and gives many sugges- 
tions on how these opportunities can 
best be obtained by American’ busi- 
nessmen. The lavishly-illustrated 
booklet explains the basis for the 
European Market, lists its problems 
and possibilities, and talks about 
ways of advertising to the European 
nations. 


Writing and Publishing .. . A 
valuable guide to the would-be au- 
thor of a technical book is offered 
by a New York publishing firm. The 
comprehensive booklet instructs the 
writer on the preparation of manu- 
scripts and arrangements to be made 
for publication of the manuscript 
and helps an author organize and de- 
velop ideas to the point where he can 
obtain the support of a publisher. In 
addition to a chapter on selecting a 
publisher, the booklet’s contents are 
concerned with the prospectus and 
outline, specimen chapters, accept- 
ance, and the contract between pub- 
lisher and writer. 


Planned Investment . . . Directed 
at the busy bank trust officer, this 
nine-page booklet describes the in- 
vestment services of a large New 
York investment firm. The advisory 
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services to a trust department are 
detailed, including the firm’s super- 
vised list of common stocks and quar- 
terly reviews of 26 industries. Other 
services in addition to advisory re- 
ports and recommendations are also 
briefly outlined in this informative 
pamphlet. 


Equipment Leasing . . . Some 
current aspects of the equipment 
leasing field are contained in this_re- 
print of a speech made by an officer 
of a national financing firm. The 
speech briefly outlines the origins of 
machinery and equipment leasing, 
explains the various types of leasing, 
refers to the latest developments tak- 
ing place in the field, and touches on 
the outlook for this type of financial 
aid. Some pertinent questions on 
leasing directed at the speaker are 
also answered in the booklet at the 
close of the address. 


The Caldwell Story .. . The in- 
teresting history. and many services 
of Caldwell & Company, Inc., cen- 
tury-old firm of foreign freight for- 
warders, custom-house brokers, ma- 
rine insurance brokers, and air cargo 
agents are covered in this attractive 
28-page pamphlet. The booklet in- 
cludes a chapter on the uniform cus- 
toms and practice for commercial 
documentary credits, and a chapter 
on marine insurance. In addition the 
pamphlet lists commercial abbrevia- 
tions, contains a table on weights and 
measures, carries a conversion table 
between pounds and kilograms, and 
also offers a conversion table on ton- 
nage. 


Student’s Budget . . . Bankers 
interested in expanding their scope 
for savings depositors will be inter- 
ested in this budget booklet prepared 
for high school and college students 
by a large Minneapolis bank. Stress- 





These booklets are available upon 
request, free of charge or obliga- 
tion, under an _ arrangement 
whereby the requests are referred 
promptly to the producers. Sim- 
ply address requests on bank or 
company letterhead to 


Booklet Editor 
Burroughs Clearing House 
Detroit 32, Michigan 











ing the importance of savings, the 
booklet helps the student prepare a 
list of expected school expenditures 
and then offers monthly columns for 
the distribution of actual expenses 
throughout the year. Column head- 
ings include income, savings, necessi- 
ties, entertainment and contribu- 
tions. 


Retirement Program Problems 
... The role of the pension consultant 
in establishing and administering a 





Pension consultant’s role 


firm’s pension program is under- 
standably outlined in this booklet 
prepared by nationally-known pen- 
sion consultants. As part of a profes- 
sional approach to a program, the 
authors describe the pension study, 
the installation of the plan, and con- 
tinuing steps to be taken to keep the 
program up-to-date. The moderniza- 
tion of existing retirement plans and 
the firm’s counselling in other areas 
of employee benefits are also dis- 


cussed in this 16-page illustrated 
booklet. 
AMA Bookshelf ... A catalog 


of books and periodicals produced 
by the American Management Asso- 
ciation has been published in booklet 
form. This 1959-1960 edition of the 
booklet includes all publications re- 
leased by the association since the 
issuance of the Fall 1958 catalog. 
This catalog gives the titles of some 
88 books, briefly reviews the tontents 
of each of the publications, and spec- 
ifies each book’s price. Book titles 
span the myriad departments of busi- 
ness management. 
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THE FIVE STAR CONSTELLATION VAULT ENTRANCE THE FIVE STAR CONSTELLATION DRIVE-UP WINDOW 
The first and only vault entrance with push-button con- Completely weather-shielded and just the right height 
trol and floor level door opening. Now furnished in for the new, low-slung cars as well as for older models. 
Stainless Steel or new exclusive “Golden Swirl’. As drawer slides forward, the end of the drawer opens. 


GET ALL THE FACTS AT THE A.B. A. EXHIBIT 
about the world’s most beautiful, 


MOST MODERN BANK EQUIPMENT 


PACE-SETTERS IN MODERN DEPOSITORY DESIGN STANDARD DIMENSION STEEL UNDER-COUNTER 
Model 958 (left) and Model 7200-J Rotary (right) are UNITS. For economical bank counter installations or 
two of an extensive line of modern depositories avail- additions to existing equipment of any design, curved 
able with either recessed or flush frame. angular or straight. 


Complete catalogs on request. 


HERRING-HALL-MARVIN SAFE CO. Hamictton, ono 
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COURT DECISIONS 








By FREDERICK C. FIECHTER, Jr. 


Member of the Bar of Pennsylvania and of Florida, 
and admitted to practice before the Supreme Court of the United States 


Stop Payment Ineffective 


The decision in a gasoline com- 
pany’s action against the operator of 
a filling station involved in the stop 
payment on a check was affirmed by 
the Supreme Judicial Court of Mass- 
achusetts. 

The signer of the check, in ad- 
dition to being the president and 
treasurer of the defendant used car 
business, was its principal share- 
holder, owning 90 per cent of its 
stock. It was the habit of the service 
station when gas or oil was deliv- 
ered to get a check from him signed 
in blank, and then to pay him out of 
the proceeds of the sale at retail of 
the product. On one occasion when 
the gas station operator failed to 
make this payment, the used car 
business owner stopped payment on 
the check; and the oil company 
stopped delivering gas and sued the 
maker of the check for its amount 
and the cost of protest. 

The Supreme Judicial Court af- 
firmed the lower court under the 
Negotiable Instruments Law because 
the defendant as an accommodation 
party was liable to a holder in due 
course, despite the holder’s knowl- 
edge at the time of his taking the 
instrument that the maker was only 
an accommodation party. The fact 
that the check was completed in the 
presence of the oil company’s credit 
manager was unimportant because 
the service station dealer had actual 
authority to complete the instru- 
ment. 

“The only substantial issue is 
whether the delivery of the check 
was an unauthorized act for which 
the defendant corporation cannot be 
held. It has been said that ‘several 
cases ... make a distinction between 
the exercise by a corporation of 
powers manifestly outside the gen- 
eral authority granted by its char- 
ter, and the exercise of powers which, 
although of the sort which in gen- 
eral the corporation possesses, have 
been abused in the particular case. 
In the latter case if the abuse of cor- 
porate authority is unknown to the 
party dealing with the corporation 
the defence of ultra vires is not 
available.’...The giving of accom- 
modation paper may be within the 
express chartered powers of a trad- 
ing corporation ...or reasonably re- 
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lated to the purposes for which the 
business was_ incorporated. ... 
Whether the defendant’s acts were 
within its corporate purposes was a 
question of fact. In the instant case 
the judge impliedly found that the 
practice was not unauthorized. We 
are not disposed to upset that finding. 

The evidence we have on this point 
is meager, and while it may be that 
the issuance of accommodation paper 
was beyond the corporate power of 
this defendant, we cannot assume 
such to be a fact from the mere 
assertion that it was engaged in the 
‘used car’ business. What evidence 
there was indicated that relations 
between the defendant and Mulkern 
were on a commercial as well as a 
friendly basis. Mulkern testified that 
he would recommend business to the 
defendant; that the defendant was 
permitted to park some of its auto- 
mobiles at Mulkern’s station; that 
Mulkern ‘sold gas to the defendant 
at a discount and that the defendant 
owed him about seventy... dollars.’ 
On the present record we cannot say 
that the act was ‘manifestly outside’ 
the defendant’s powers.” 

The court observed that there was 
no allegation that the maker of the 
check was insolvent or threatened 
with insolvency so that the rights of 
creditors were affected. 

Sun Oil Co. v. Redd Auto Sales, Inc., 
159 N.E. 2d 111 (1959) 


° ° ° 


Advanee Collection 


In an action to recover the amount 
of a check negotiable in form, al- 
legedly owned by the bank as a 
holder in due course, the Supreme 
Court of North Carolina affirmed its 
Superior Court to hold that because 
the check was deposited with the 
bank under an agreement between 
the payee and the bank that all the 
proceeds from it were to be used to 


_cover the payee’s checks which would 


otherwise be overdrawn. The check 
was so used, title passed to the bank, 
making it a holder in due course, re- 
gardless of the statements on the 
deposit slip indicating that it was a 
collection agent, and the bank was 
entitled to recover from the maker of 
the check despite his having stopped 
payment. 

At the close of business on October 


17, 1957, Motor Company had a bal- 
ance in its account with plaintiff in 
the amount of $712.62. On that day 
plaintiff had received checks amount- 
ing to between $11,000 and $12,000 
drawn on it by Motor Company. 
These were checks Motor Company 
had mailed. Correspondent banks 
had mailed these checks to plaintiff. 
The president of plaintiff at the close 
of business that day saw the presi- 
dent of Motor Company, and told him 
if plaintiff honored these checks, Mo- 
tor Company would be overdrawn be- 
tween $11,000 and $12,000. The pres- 
ident of Motor Company asked him 
how long he would give him to get 
the money. He replied until 12:30 
the following day, when plaintiff had 
to pay the checks or return them. 

The next day the president of 
Motor Company said to the president 
of plaintiff: “I have got the money 
in sight, and I have made all the ar- 
rangements, and I will haye the 
money here by 12:30 like you de- 
manded it.” About one o’clock p.m. 
on October 18, 1957, Motor Company 
deposited with plaintiff a check for 
$11,142.61 issued and dated that day 
by defendant to Motor Company as 
payee, duly endorsed in blank by it as 
payee, and received a deposit slip re- 
citing, among other things, that “in 
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Dividend Announcement 


Massachusetts 
Investors 


‘Trust 


DECLARES ITS 
140% Consecutive Dividend 


9 cents a _ share, 
from net income, 
payable October 26 
to shareholders of 
record September 
30, 1959. 


ROBERT W. LADD, 
Secretary 


200 Berkeley Street, Boston 
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Who Does the Jobh— 
How Long Does it Take 


By machine you can do the job 20 
times as fast as by hand—and do 
it with complete accuracy! The 
Klopp, which now handles 2400 
coins per minute, is universally 
recognized for the quality of its 
engineering, construction and en- 
durance. Banks and business houses 
all over the world rely on this com- 
pact, low cost machine for mech- 
anizing the tedious, costly coin 
counting and wrapping job. Klopp 
also builds sorters. 


KLOPP 


COIN 
COUNTER 


Electric 
and 






manual 
models. 
SR SEO meer 


Also sorters. 
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LO P oa ENGINEERING, INC. 


35551 Schoolcraft Road 
Livonia, Michigan 





Please send catalog and prices on 
Klopp counters and sorters. 


Firm 





City State 





Per 

















96 


receiving items for deposit or collec- 
tion, this Bank acts only as deposi- 
tor’s collecting agent.” This check 
was negotiable in form and regular 
and complete on its face. All of the 
proceeds of this check for $11,142.61 
were used by plaintiff to pay checks 
of Motor Company drawn on it, and 
which were on hand on the morning 
of October 18, 1957. When the presi- 
dent of Motor Company deposited 
this check about one o’clock p.m. on 
October 18, 1957, the president of 
plaintiff told him additional checks 
of Motor Company totaling about 
$10,000 had come in. Plaintiff re- 
turned these additional checks un- 
paid for lack of funds to pay them. 

On October 21, 1957, defendant 
learned that Wachovia Bank & Trust 
Company had mortgages totaling 
$11,195.29 on the Ford automobiles 
it bought from Motor Company, and 
stopped payment on its check for 
$11,142.61 issued to Motor Company 
as payee. Plaintiff then received no- 
tice that payment of this check had 
been stopped. 

The court stated the determinative 
question as “whether plaintiff is the 
owner or a collecting agent of this 
check of $11,142.61. The deposit 
contract is a matter about which 
plaintiff and Motor Company had a 
legal right to make their own con- 
tract, so long as the rights of third 
parties are not injuriously affected, 
and it is not contrary to law or pub- 
lic policy.” 

And stated: “Although the over- 
whelming majority of the courts 
have held that the mere crediting of 
the proceeds of a check to the account 
of its depositor will not, without 
more, make the bank a holder in due 
course of the check, it has been held 
or stated by a large majority of the 
courts that when the bank permits 
its depositor to withdraw completely 
or otherwise completely employ the 
proceeds of the check deposited in 
advance of collection and prior to 
receipt of any notice that payment of 
the check has been stopped or that 
there is any infirmity in the check 
or defect in the title of the person 
negotiating it, the bank of deposit, 
in the absence of an agreement to 
the contrary, has given value for the 
check, and is the owner of it and a 
holder in due course.” 

The pertinent North Carolina stat- 
ute read in part: “where value has 
at any time been given for the in- 
strument the holder is deemed a 
holder for value in respect to all par- 
ties who became such prior to that 
time.” 

“Subject to certain limitations, 
e.g., when a negotiable instrument is 
declared void by statue, legal inca- 
pacity to contract, fraud in the fac- 





tum, which are not relevant to the 
case sub judice, the rule under the 
law merchant and also under the 
Uniform Negotiable Instruments Act 
is that a bona fide holder of a nego- 
tiable instrument in due course holds 
a title valid as against all the 
world. ... 

As plaintiff is a holder in due 
course under our Negotiable Instru- 
ments Act of this check for $11,- 
142.61, it holds the check free from 
any defect of title of Motor Company 
and free from any defense available 
to defendant against Motor Com- 
pany, and may enforce payment of 
the check for the full amount against 
defendant.” 

State Planters Bank v. Courtesy Mo- 
tors, Inc., 109 S.E. 2d 189 (1959) 


. 5 ° 


Bank v. United States 

The United States Court of Ap- 
peals, Third Circuit (Pennsylvania) 
affirmed the dismissal action by a 
bank against the United States for a 
money judgment as an unauthorized 
suit. The bank claimed that in dis- 
traint for taxes owed by a corpora- 
tion, the Internal Revenue Depart- 
ment had sold equipment on which 
the bank held a chattel mortgage. 
The net proceeds of the sale in excess 
of the sum required to satisfy the 
tax liens senior to the bank’s mort- 
gage were paid into the Treasury of 
the United States and applied not 
only to satisfy tax liens senior to the 
bank, but also those which were con- 
sidered to be junior to the bank’s 
liens. 

Being informed of the bank’s chat- 
tel mortgage, the district director 
should have surrendered to the bank 
the net proceeds of the sale in excess 
of the sum required to satisfy the 
tax liens which were senior to the 
bank’s mortgage. Instead, the entire 
proceeds of the sales were appro- 
priated to the satisfaction of the tax 
liens and converted to the Treasury 
of the United States. The bank 
claimed that the United States was 
indebted to it for some $7,000, the 
amount of the proceeds of the sale 
which the district director wrong- 
fully withheld from the bank and 
applied to the satisfaction of tax 
liens which were junior to the bank’s 
lien. 

The bank attempted to have the 
District Court take jurisdiction on 
the ground that the sovereign had 
agreed to be sued under one or more 
of four statutory provisions: A case 
under Internal Revenue, a civil ac- 
tion against the United States for re- 
covery of tax erroneously or illegally 
assessed and collected, an amount 
not exceeding $10,000 founded on ex- 
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A proved plan to 





attract new depositors! 





Success stories across the country prove the value 
of this promotion. 

A savings and loan association in the East with 
$26,000,000 in assets gained 1,290 new accounts in 
six months, with deposits totalling $665,000. 

In the same period, they reactivated 2,060 
dormant accounts, with deposits of $1,489,000. 
Total deposits in the six months promotion were 


By offering to your customers a free five-piece 
table-setting for each new account opened or old 
account renewed by the deposit of $25 or more, 
you will stimulate substantial new business for 
your banking institution. 

By offering more place settings for only $2.25 with 
each subsequent deposit, you foster continued 
saving while holding customer interest. 






accounts with International Silver Company’s 
Savings Incentive Program... 


$2,154,000, an average of $643 per account. 

In the Middle West, a National Bank with 
$100,000,000 in assets generated 1,245 new accounts 
in the first two months of their International Silver 
promotion. At the same time, more than 4,580 
deposits to existing accounts were made, with total 
dollar deposits for the sixty-day period amounting 
to more than $978,000. 


Here’s how International’s Self-Liquidating Program can work for you 


And...the plan is self-liquidating. Eight place set- 
tings are available to you from International for 
only $14.80, or $1.85 per setting. Give the first one 
away, sell seven at $2.25, and you receive full re- 
turn of your cost. 

Let International Silver work for you. For com- 
plete details on how your banking institution can 
profit through this promotion, write: 


The International Silver Co. 


Special Sales Division, Banking Section, Meriden, Connecticut 
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Special Sales Division — Banking Section — i 

The International Silver Co., Meriden, Conn. Name and title 4 

I’d like to know more about how the Sav- Bank N e 

ings Incentive Program will increase ac- aS STE e 

counts in my bank. “4 

: Please send your free brochure or have Address e 

e your representative call without any ob- a 

t ligation on my part. City __.Zone. State ° 
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press or implied contract with the 
United States, and finally property 
taken under a revenue law as being 
in the custody of the law and subject 
to the order of an appropriate federal 
court. 

However, the Court found that 
none of these sections was applicable 


once the money got into the Treas- 
ury. ““A Government officer may have 
wrongfully covered into the Treas- 
ury money to which the bank was en- 
titled, but there has never been any 
implied promise by the United States 
to satisfy the bank’s mortgage.” 
The Court indicated that a suit 








STRAYER 


Steel Storage Files 
Utmost in Safety 
Positive Drawer Stops 
Vertical and Horizontal Rigid 
Stacking—Automatically 


Bank Supplies 
Since 1914 





Easy to install (Made any size you specify) —6 colors 


5 - Styles 


R—Non Roller 
RB—Steel Bearing Wheels 
NR—Nylon Rollers 
NRGL—Combination Nylon 
Rollers and Glide 
NGL—Nylon Glide Only 





AUTOMATIC 
NO PASTING 








“Easy Snap" collapsible corrugated paper file boxes 
Available 175 stock sizes 








Coin Bags 
Boxes 
Trays 

Wrappers 

Teller Chests 

Note Cases 

Sorters 








We solicit your inquiries 


STRAYER COIN BAG CO. Inc. — New Brighton, Pa. 











The number to call 
in Boston is 
LAfayette 3-6800 


GE DTT RR 


New England 
The DCational 


OF BOSTON 
40 Water Street 
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for prompt service on all 
correspondent business in 


" Shawmut Bank 


Member Federal Deposit Insurance Corporation 

















against the Director of Internal 
Revenue was in legal contemplation 
different from a suit against the 
United States and might be the 
proper remedy. 

First National Bank ...... v. The 
United States, U.S.C.A. Third Cir- 
cuit No. 12701, 1959. 


* 4 4 


AUTOMATION 
BREAKTHROUGH 


CONTINUED FROM PAGE 47 


operator and the system. It has con- 
trols for starting and stopping the 
equipment, a panel of lights to indi- 
cate the status of the computer, pro- 
gram selector knobs, and a keyboard 
used for manual entry of unusual 
items. 

Individual account information 
printed on the ledger is also stored 
electronically in two narrow mag- 
netic tapes on the back of the form. 
These unitized tapes, performing the 
same function as continuous mag- 
netic tapes used by other computers 
for input and storage of data, con- 
tains such information as account 
number, balance, account activity, 
check and deposit counts, and a num- 
ber of other computer commands. 

By means of special instructions 
stored in the unit tapes, the system 
automatically rejects checks on 
which stop payments have been 
placed and will refuse payment of 
checks if an account has been over- 
drawn. 

The visible record computer also 


can accomplish balance transfers, 


compute and post service charges 
and account profitability informa- 
tion, and accumulate trial balances 


| automatically in a simultaneous op- 


eration. And, as a by-product of nor- 
mal processing operations, the sys- 
tem will provide helpful management 
reports on branch trends, significant 
balance changes, new and closed ac- 
counts, overdrafts, dormant  ac- 
counts, and similar pertinent infor- 
mation. 

Since daily detail is carried visibly 
in the form of printed data on the 
records themselves, there is no need 
for storing detail on intermediate 
tapes, cards or other media, and 
costly tape transports or readers re- 
quired under the conventional com- 
puter approach have also been elimi- 
nated. 

Also, inasmuch as the program- 
ming for the various accounting jobs 
handled by the VRC system is car- 
ried on externally mounted punched 
Mylar tapes, there is no need for ex- 
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an atmosphere of distinction 





Congenial warmth greets the customer of the Oneida 
County Savings Bank in Rome, N.Y. through the harmonizing 
decor and an atmosphere of open welcome. Watson 
counters blend into the overall picture and lend their 

visible quality to the prestige. 


a designed area of efficiency 





Prompt customer service is guaranteed by Watson 
coordination of functional efficiency with 
customized quality equipment. 


In harmony with building designs and 

interior plans, our engineers and skilled metal 
craftsmen create and develop counter equipment 
to meet architects’ specifications, all coordinated 
to reflect the individual and personal 

character of the bank. 


Watsou 


MANUFACTURING COMPANY, Inc. 
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pensive internal core memory units 
required by the larger systems for 
program storage. 

As another economy compared 
with other automatic data process- 
ing systems, VRC installation costs 
are minimized ‘since specially-built 
rooms, air conditioning and humidity 
controls normally required for com- 
puters are eliminated as a result of 


the completely transistorized or 
“solid state” design. 

In view of the moderate cost, it is 
feasible for the bigger banks to in- 
stall the VRC system in multiple 
units on either a centralized or de- 
centralized basis. Multiple units also 
offer major advantages in flexibility, 
ease of scheduling, and the ability to 
match installation costs more close- 





ly to the progress of installations. 

The new data processing system is 
the culmination of five years’ inten- 
sive development. Deliveries are 
scheduled to start in 1961, which 
gives banks adequate preparation 
time to make the necessary advance 
arrangements on check imprinting 
and distribution, personnel training, 
and computer programming. 


TRAINING BANK SUPERVISORS 


CONTINUED FROM PAGE 41 


from banks and other firms, we have 
called upon human relations experts 
from industry, we have used univer- 
sity professors, and, of course, as the 
backbone of our teaching staff, we 
have utilized our own officers. 

We weighed the use of (1) all out- 
siders, (2) all instructors from with- 
in the bank, and (3) a mixture of 
both. It was agreed that those 
charged with the training responsi- 
bility within our bank could conduct 
most of the program with selected 
outsiders invited in to handle certain 
specific subjects. The use of outside 
experts has proved helpful because 
each brought to the seminar a differ- 
ent point of view. Our participants 


willingly injected themselves into 
these presentations and seemed to 
appreciate the efforts of these men. 
The groups also expressed gratifica- 
tion for the conference leadership of 
our own Officers and the variety of 
instructors kept the course lively and 
intriguing. 

As the supervisory seminar has 
progressed further and further down 
into the organization with successive 
sessions, we have used previous stu- 
dents to teach some of the subjects of 
the course. This has had a dual re- 
sult. It has given the teacher a feel- 
ing of more complete participation in 
training the supervisory levels of the 
bank and has given him more con- 
fidence in his ability to teach others. 













“SILVER 
SUPER” 


PAPER SHREDDER 


Nobody wants to buy 
ashes, but waste 
paper is valuable, so 


SHRED, BALE 
and SELL IT 


That’s the sure way 
to destroy confiden- 
tial files — and make 
money from the 
waste paper. 


e AUTOMATIC HOPPER FEED 
e SAFE, QUIET OPERATION 

e EASY MOVING ON CASTERS 
e MAINTENANCE FREE 


Write today for literature 


INDUSTRIAL SHREDDER AND CUTTER COMPANY 


104 MILL STREET e 
100 


SALEM, OHIO, U. S. A. 





From the student’s standpoint, it has 
given the student an opportunity to 
learn under individuals who have 
progressed up the ladder along the 
very path that he is now following. 

In the beginning, we decided that 
the methods by which the training is 
presented should be designed to com- 
bine a number of techniques. We 
wanted maximum effectiveness while 
retaining a high degree of interest 
and attention. 

We resorted most heavily to the 
discussion technique. We _ occasion- 


ally employed role playing. Several 
instructors used case study methods 





E. S. HAMILTON R. L. KIRBY 


Develop training program 


and we have plans to make further 
use of tape recordings. 

A great deal of hand-out material 
was used both for study prior to cer- 
tain sessions and for retention after 
the course. One of our instructors, 
for example, had us hand out typical 
Harvard Case Study material at the 
end of the first half of the course. 
The group studied the cases and, at 
the last session of the course, solved 
the problems which were designed to 
cover the general areas of personnel 
problems. It was an excellent wind- 
up to the course. 

In discussing the area of “The 
Authority of a Manager,” the in- 
structor passed out material which 
asked the participants such thought- 
provoking questions as “To what de- 
gree do you feel your authority is 
limited in effecting salary adjust- 
ments for your personnel?” or, “Do 
you feel that our department man- 
agers’ authority is clearly defined 
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PURINA... 





Banker Hanson (right), Farmer Manley and Purina Dealer Ogle work together to produce beef for America's tables. 


“WE GAINED A GOOD CUSTOMER 
BY BACKING OUR PURINA DEALER” 


—says Russell Hanson, Vice-President, 
Swift County Bank, Benson, Minnesota 


When Howard Ogle walked into 
Swift County Bank in 1954 to pre- 
sent his plan for operating a Purina 
Dealership in Benson, he didn’t look 
like one of the bank’s best custom- 
ers. He wasn’t then. 


Officials of ““The oldest and largest 
Bank in Swift County” saw the 
soundness of Mr. Ogle’s plan and 
began working with him. They fi- 
nanced him in starting Howard’s 
Produce... backed his expansion 
programs... supported his pur- 
chase of a portable mill to grind local 
grain and balance it with Purina 
Concentrates . . . helped his custom- 
ers with production loans on hogs, 
cattle and poultry. The bank never 
has had a loss on such business. 


Today, Howard’s Produce is a half- 
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million-dollar customer of the Bank. 
In addition, the Dealer has brought 
other new customers to the Bank 
and attracted trade to Benson, bene- 
fiting all other business in town. 


The teamwork of Swift County 
Bank and Howard’s Produce has 
rendered an important community 
service and has been good business 
as well. 

** * * 


Before a Howard's Produce customer 
is financed in a livestock or poultry 
project, the Bankers and the Dealer 
confer. Officials of Swift County 
Bank have a high regard for Mr. 
Ogle’s recommendation of a pros- 

ective borrower. They consider his 

elp to farmers in feeding and man- 
agement is a protection for loans. 


-YOUR PARTNER IN SERVING ANIMAL AGRICULTURE 


QUALITY 








SERVICE 
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or are you confused as to its limits?” 

The course provided the greatest 
benefit when techniques were used 
which required the active participa- 
tion of the participants themselves 
in either discussion, raising ques- 
tions, role playing, or expressing 
themselves verbally in some manner. 
Incidentally, in order to provide for 
maximum participation, we decided 
to limit the size of each group to 12- 
15 members. 

In addition to the above material, 
we frequently gave out printed mate- 
rial which the participants could use 
in his future activities. For example, 





Small Investment— 


Big Dividends 


OPERATOR EFFICIENCY 


f- 





SORTKWIK° 
The Modern Aid to Handle Papers Faster 


Old-fashioned rubber fingers or messy 
sponges handicap finger dexterity where 
it counts the most—operating your auto- 
mated office machines. 

With Sortkwik Operator picks up 
papers as fast as dexterity permits. Just 
a touch on fingertips creates a greaseless, 
stainless, tacky film . . . makes it easy to 
pick up papers of all kinds. Even new 
currency, smooth-finish papers, index 
cards, NCR paper are a cinch to handle 
with SORTKWIK. 

Wherever paper handling is a problem, 
you'll find that SorTKwIkK helps do the 
job faster, more conveniently. Thou- 
sands of businesses have been using this 
handy fingertip preparation for years as 
a staple office supply item. 

Why not try it in your office and find 
out how clerical production goes up while 
clerical costs go down? 


onty 50c EACH AT YOUR STATIONERS 
or mail coupon direct to 


I1LEE PRODUCTS COMPANY | 


DEPT.B-10, 2736 Lyndale Ave.So. © Mpls. 8, Minn. 


(_] Please send me 2 regular size containers | 
i for $1.00 postpaid. 
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Bank’s training sessions are conducted on “horizontal” basis 


we gave out such items as “Helps in 
Interviewing,” “How to Make Your 
Letters Readable,” and “Suggested 
Interview Structure.” 

To this date, we have given four 
different seminars for the training 
of persons in our bank who are in- 
volved in supervisory duties. We 
have trained approximately 51 of- 
ficers and employees. At the end of 
each seminar, we have used an eval- 
uation sheet to try to ask the partici- 
pants to express themselves about the 
real value of the program. More spe- 
cifically, we have asked them to grade 
all of the subject matter given in the 
course. This material has been ex- 
tremely helpful to us in our redesign 
of each successive seminar. It has 
also been helpful in providing us 
with additional comments. All of 
these questionnaires were, of course, 
anonymous. 

Many of our senior officers have 


asked rather strenuously why they 
could not take these courses. Several 
special sessions have been asked for 
by the participants, such as an all 
day session on evaluating an em- 
ployee and appraising him properly, 
training in general, and internal 
communications. 

We have begun to plan and sched- 
ule our next series of seminars which 
will begin this fall. On this round, 
we will teach on down through sev- 
eral pre-supervisory groups and by 
the end of the year we will have 
reached over 100 of our 600-plus staff 
members. Questionnaire response and 
personal testimonials indicate to us 
that this is a worthwhile approach. 
We have seen tangible improvement 
in supervision since the inception of 
this program—having noted marked 
change for the better in some super- 
visors. We feel that we are actually 
reaching our primary objectives. 


A.B.A. CONVENTION 


CONTINUED FROM PAGE 38 
whose topic will be “Rural Develop- 
ment Through Industrialization.” 
Mr. Rockefeller will be followed by 
the new president of the National 
Association of Supervisors of State 
Banks. 

National Bank Division. Scheduled 
for 2:00 p.m. Monday in the Conven- 
tion Hall Grand Ballroom, the meet- 
ing will be chaired by John S. Cole- 
man, acting division president, who 
will also give the annual report. Mr. 
Coleman is chairman of the board, 
Birmingham Trust National Bank, 
Birmingham, Alabama. Ray M. Gid- 
ney, Comptroller of the Currency, 
will then address the division. Mr. 
Gidney’s remarks will almost cer- 
tainly include some comment on the 
current thinking in Washington in 


regard to the monetary situation. 
Raymond J. Saulnier, chairman, 
Council of Economic Advisors, is also 
scheduled to address the national 
bankers. He has chosen a timely topic 
for his talk: “The Economic Situa- 
tion Today.” 

Trust Division. This group will 
also meet at 2:00 p.m. Monday in the 
Fontainebleau’s Voltaire, Pasteur, 
and Lafayette rooms. Delegates at- 
tending this meeting will be greeted 
by Walter A. Wrase, trust officer, 
First National Bank, Fort Lauder- 
dale, Florida. Division President 
Carlysle A. Bethel will then give the 
president’s address: “New Business 
Bifocals.” Mr. Bethel is vice-chair- 
man of the board, and senior trust 
officer, Wachovia Bank and Trust 
Company, Winston-Salem, N. C. 
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RISK IS A BANKER’S WORD .... 


How Great is YOURS in disposing of | 


NO AUXILIARY ; CANCELED CHECKS 
FUEL REQUIRED DEPOSIT TICKETS 
CORRESPONDENCE 


FILES 
ON-THE-PREMISES 
SECURITY GOVERNMENT 
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LEDGER JOURNALS 
OLD MONEY 
TREASURY BONDS 
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BULK LOADING 





EASY 
LOADING o | 








COMPLETE 
DESTRUCTION 


The only way to destroy valuable confidential paper material 
is to burn it! 

And the Silent Glow Confidential Paper Destroyer is the only 
sure way of burning with practical, positive protection—its unique 
process of triple chamber, hydroxylative combustion reduces 
toughest cardboard and paper material to a snow white ash! 

This unit is now installed throughout the world . . . in banks, 
atomic energy plants, military stations, foreign embassies, and 
security-wise companies. 

To keep confidential information from becoming common knowl- 
edge, COMPLETE BURNING is best . . . by far. 


Write for complete information. 


The SI LENE|S LOW 
ie: CORP AT 1 ON ee 
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Highlight of the meeting will be a 
speech by Herbert V. Prochnow, who 
is well-known in banking circles as 
both an author and speaker. Mr. 
Prochnow’s talk is entitled: “An 
Economic Program for Our Time.” 

First General Session. The first of 
two general sessions will begin at 
9:15 a.m. Tuesday in the grand ball- 
room of the Fontainebleau’s Conven- 
tion Hall. Following the call to order, 
the presentation of the colors, and the 
invocation, President Miller will give 
the annual address. Two speakers 
have been scheduled for this session. 
The first is Ben H. Wooten, presi- 





Mr. Pv IS YOUR 


BANK OR OFFICE ON 
TWO 


FLOORS? .,% 







INSTALL A SUDENGA ? 
“LIFT-O-MATIC”’ 


ELECTRICALLY OPERATED 


Correspondence Lift 


Speeds Service [r 
Saves Time ——= 
Saves Effort | 


No more lost time, ¥ 
no more lost papers. 
Lift-o-matic doubles 
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dent, First National Bank in Dallas, 
Texas. Mr. Wooten’s topic is “One 
Hundred Years of Commercial Bank- 
ing.” Following the election of of- 
ficers, Dr. Elvis J. Stahr, Jr., presi- 
dent, West Virginia University, Mor- 
gantown, will address the delegates. 
The topic of his speech has not been 
announced. 

Second General Session. This will 
be called to order at 9:15 a.m. 
Wednesday by President Miller. 
Delegates will then hear a talk by 
General James M. Gavin entitled 
“The Challenge of the 60’s.” Follow- 
ing the report of the resolutions com- 
mittee will be a speech by Dr. T. 
Keith Glennan, Administrator, Na- 
tional Aeronautics and Space Admin- 
istration, Washington, D. C. Dr. 
Glennan’s speech, which is entitled 
“The Nation in Space,” promises to 
be one of the most interesting of the 
convention. 


HE convention will come to a 
close with the inauguration of 





the association’s newly-elected offi- 
cers. 

Chairman of the Executive Com- 
mittee for this year’s convention is 
Comer J. Kimball, chairman of the 
board, The First National Bank of 
Miami. Aiding Mr. Kimball as vice- 
chairman is Frank Smathers, Jr., 
president. The Miami Beach First 
National Bank. Serving as treasurer 
is Ernest J. C. Doll, vice-president, 
Florida National Bank and Trust 
Company at Miami, and O. Eugene 
Roush, senior vice-president, The 
First National Bank of Miami, is 
secretary. 

Other members of the committee 
are: T. F. Dunlap, president, River- 
side Bank, Miami; Michael J. 
Franco, president, Industrial Na- 
tional Bank of Miami; Leonard A. 
Usina, president, Peoples National 
Bank, Miami Shores; Joseph Wein- 
traub, chairman of the board, Mer- 
cantile National Bank of Miami; and 
Stanley H. Wolff, president, Central 
Bank and Trust Company, Miami. 


BANK HOUSE ORGANS 


CONTINUED FROM PAGE 43 
with others on the staff, and could 
begin to work toward a common goal. 
You would not fear having an ex 
post facto rule pop off in your face 
like an A-bomb. 


OU would receive explanations 

and justifications for the promo- 
tions of fellow workers. Thus you 
would more easily accept the new re- 
lationships created by those promo- 
tions. Management can, and does, use 
more precise language in print. 

New policies, new services, new 
work-routines and other like infor- 
mation would be announced, defined 
and explained to you as a staff mem- 
ber at least several hours prior to its 
publication to the general public. You 
would be confident that you were 
working on an equal basis with other 
staff members, that no favoritism 
was being shown to a few. Factual 
aids, news and other helps which 
make for a more harmonious rela- 
tionship between the officials and 
staff would be available to all. 

Your arguments in favor of your 
bank would be bolstered and often 
clinched because you could show proof 
in print. You’ve heard jokesters say, 
“All I know is what I’ve read in the 
papers.” Behind those words lies the 
faith man puts in the printed word. 

Banks with whom I’m personally 
acquainted have developed a philos- 
ophy of life peculiar to our breed. 
Stated simply it’s this: a bank must 
systematically put back into a com- 


munity more than the dollar value of 
the earnings it takes out. Do the 
members of your staff know that you 
agree with that idea? Do they know 
what you’re doing to exemplify that 
ideal? Do you expect the younger 
people on your staff, who in later 
years will comprise its management, 
to continue operating your bank on 
that same high plane? They will if 
you have spent the time and money 
to give them the proper guidance 
through the pages of a house publi- 
cation. 

Your editor, the person to whom 
you entrust this job, should have: 
the ability to see both workers’ and 
management’s viewpoints, a_ thor- 
ough understanding of company pol- 
icies, the ability to write simple Eng- 
lish well, the curiosity to ferret out 
news and ideas for articles, the im- 
agination to see the interesting an- 
gles of banking, a likeable person- 
ality, some layout and photographic 
ability, and some artistic sense. 

He should be adequately paid for 
the special skills he brings to your 
public relations program. 


BVIOUSLY he can’t turn out the 

best job for you if you think of 
a house magazine as being a minor 
activity. It’s a major one. And he'll 
spend his time nights, week-ends and 
holidays on the job, if he knows you 
have an appreciation of what he’s 
trying to do. He should be free to 
talk with other editors, to do some 
research in libraries, historical socie- 
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ties and newspaper morgues. He 
should also have access to a reason- 
able amount of stenographic help to 
produce his publication. 

The frequency of publication is 
often hard to determine. Some banks 
are convinced that a monthly or a 
quarterly is sufficient. Some indus- 
trial organizations publish weekly. 

An editor of Printers’ Ink has 
said, “It is the generally accepted 
belief among experts in the field that 
it is difficult, although not impos- 
sible, to do an effective house maga- 
zine job with less than six issues a 
year.” 


T First Trust we are happy with 
the way we have solved the prob- 
lem. We issue about three one-sheet 
stenciled bulletins a week giving our 
staff important spot news as quickly 
as we can. Sometimes we print such 
notices daily, and on occasion we 


have published two in a single day. 
Our quarterly magazine, there- 
fore, contains the longer more-de- 
tailed articles on the historical back- 
grounds of our bank, pictures of club 
activities, cartoons, jokes, philos- 
ophy, etc. These issues often run 
thirty-six pages. Employees often re- 
quest second copies for friends and 
relatives. This is an indication that 
they are proud of their magazine. 
Here are some materials we have 
successfully used in past issues: 
camera contests, articles on depart- 
mental operations, length-of-service 
tables, age-group tables, biographies 
of those promoted, a women’s page, 
philosophical editorials, AIB activi- 
ties (including names of students 
taking courses), year-end messages 
from our president covering earn- 
ings and expenses as he does in his 
message to stockholders, poetry, and 
reports on unusual vacation trips. 
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Materials planned for future is- 
sues include: quizzes about our bank, 
business charts for the past two 
years with explanations, our bank’s 
place in the American business sys- 
tem, new services, medical and health 
advice, editorials on some of our pol- 
icies, and some short fiction pieces. 

Experienced editors try to keep a 
nice balance of materials so the ma- 
jority of readers will find many 
things to interest them. Your maga- 
zine will not work to capacity for 
you if you entertain your staff with 
pictures when you might better be 
instructing them with words. 

One survey of 400 industrial pub- 
lications (not banks) reported this 
break-down of materials: General 
topics, 40 percent; company topics, 
36 percent; personals, 12 percent; 
sports, 5 percent; other group activ- 
ities, 4 percent; domestic hints, 2 
percent; employee training, 1 per- 
cent. No comment was made regard- 


| ing the percentages of space used. 


You might be interested to know, 
however, that bank magazines I have 
seen carry almost no general infor- 
mation. I can only suggest you keep 
in mind that your magazine is the 
one vehicle at your command in 
which you say the things to your 
staff which no one else will ever take 
the trouble to say. 

I personally feel the effectiveness 
of all the other money you’ve budg- 
eted for advertising and the over-all 
public relations effort of your bank 
is greatly dependent on the intelli- 
gent use of your publication. 


REALISTIC budget is a main 
determinant of its success. 
Would you take the royal suite of 
a plush hotel and then eat home- 
prepared sandwiches on the fire es- 
cape to save meal costs in the dining 
room? I think not. Yet some bankers 
tend to be just that shortsighted. 
Not shortsighted with the funds 
only because of the actual expendi- 
ture, but because in too many in- 
stances they expect results too quick- 
ly. The big, hidden virtue of a house 
publication is that it reaches your 
readers in a way that is uniquely dif- 
ferent from that of advertising. 
Today, most bankers are convinced 
of the need for continued adver- 
tising “‘for the long haul’ but many 
have overlooked the benefits which 
can accrue through steadily-diffused 
printed information to their staffs. 
Our private enterprise system 
faces an uncertain future. The “lit- 
tle people” in factories, stores and 
banks are the ones who will deter- 
mine whether it shall be strength- 
ened or destroyed. Carefully-edited 
house organs can guide them toward 
intelligent decisions. 
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NABAC’S IDEA 
ROUND-UP 


(CONTINUED FROM PAGE 47) 
primary beneficiaries from automatic 
handling. 

In citing the need for considerable 
“lead time” in getting the pipelines 
filled with encoded items, Mr. Steele 
told of his own bank’s experience 
in replacing unnumbered checks. De- 
spite a crash program which included 
letters, statement enclosures and 
even 2,000 phone calls, the bank suc- 
ceeded only in achieving approxi- 
mately 95 per cent usage of the 
numbered checks, whereas a fully 
automated system is said by some 
authorities to require over 98 per 
cent encoded items to achieve ac- 
ceptable economic operation. 

Mr. Steele concluded optimistically 
that the solutions yet to be attained 
in the MICR program are minor 
compared to those already accom- 
plished. “If we will but recognize 
that there are problems yet to be 
solved and set our minds to their 
solutions, we will, before long, be 
enjoying the benefits of automatic 
check handling,” he predicted. 


Printer’s View of MICR 


The viewpoint of the printing in- 
dustry with respect to magnetic ink 
imprinting of checks was described 
as one of “enthusiastic uncertainty,” 
by G. W. McSweeney, president, De- 
Luxe Check Printers, Inc. 

He explained that the industry 
was enthused over the program’s po- 
tential benefits to all concerned, but 
uncertain over its ability to adjust 
to the printing specifications in- 
volved and still market checks within 
acceptable price ranges. 

However, Mr. McSweeney indi- 
cated that gratifying progress had 
been made on seven of the twelve 
factors or conditions taken into con- 
sideration in evaluating imprinting 
workmanship. They are: format, 
spacing, skew, alignment, character 
dimension, embossment, and signal 
level. 

The five that still have the check 
printers puzzled were said to be: uni- 
formity of ink, character edge irreg- 
ularity, voids, and extraneous ink on 


‘ the front or back. The printers ad- 


visory committee has proposed modi- 
fications of these five conditions, but 
according to Mr. McSweeney the 
recommendations have been watered 
down to the point where they now 
seem more severe than they were 
originally. 

Machine readability of the coded 
items was characterized by the 
speaker as being the “great un- 
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known” of the entire program. “We 
have an idea that the machines can 
do better than the written specifica- 
tions would indicate,” he asserted. 
“We frequently get reports that 
show our samples to be in violation 
on two or three conditions, but ac- 
companying these reports oftentimes 
is the strong hint that they read per- 
fectly, so in all likelihood there is 
quite a margin between machine 
readability and written criteria.” 

In their MICR relationships with 
printers, Mr. McSweeney made the 
following recommendations to banks: 

1. Be patient with your printer 
and, in the event that he has not 
worked out his problems, give him 
time to do so. 

2. Be sure members of the bank 
staff are familiar with magnetic ink 


' encoding and the redesigning of 


bank forms. The officers who contact 
the more important accounts should 
have a good working knowledge of 


ization. 

3. Banks will need to get condi- 
tioned to more printing errors than 
they have been accustomed to, not 


| because of careless handling but due 
| to the opportunities to make more 
| mistakes. Something new has been 


added in the form of long account 
numbers which, together with great- 
er volume, will increase the incidence 
of errors. 


Equipment Considerations 

A strong recommendation that me- 
dium-sized banks with from 15,000 
to several hundred thousand check- 
ing accounts take advantage of com- 
puters was advanced by John N. 
Raleigh, assistant vice-president, 
The United States National Bank of 
Portland, Portland, Oregon. 

He found it hard to understand 


| why more of the banks had not yet 
| accepted the computer approach, and 
| discussed some of the common rea- 








sons given for this. One was the im- 
pression that a tremendous amount 
of study is necessary in order to un- 
derstand computer intricacies, and 
that prolonged feasibility studies are 
an essential prelude. Mr. Raleigh 
contended that it was unnecessary 
for a bank to understand the work- 
ings of a computer from a technical 
standpoint; the important thing to 
know is how to use it effectively. 
“We have found that any good, bank- 
trained methods man can get on fa- 
miliar terms with a computer in just 
a few weeks,” he maintained. 


Automated Check Clearings 

Operating problems that will stem 
from electronic check clearance were 
discussed by James V. Vergari, vice- 
president and cashier, Federal Re- 
serve Bank of Philadelphia. 





In the automated check handling 
of the future, he explained, the pre- 
printed or encoded magnetic ink 
characters on the check will be the 
sole information recognized and used 
by the new electronically directed 
equipment after the checks enter 
clearing channels until they have 
been finally charged to the drawer’s 
account. 

Until some 70 per cent of the 
checks received for collection are 
both pre-qualified and encoded, the 
speaker noted, Federal Reserve and 
city correspondent banks will have 
to use both mechanical and electronic 
check handling equipment and meth- 
ods. “If the checks are deposited in 
mixed batches, the percentage of 
checks not recognized and rejected 
by the electronic devices may be so 
high that processing the deposit 
through the high-speed equipment 
will be burdensome. . . . The problem 
of maintaining sequential order for 
control and tracing purposes under 
such conditions may be impractical, 
time-consuming, and costly.” 

As a remedy, Mr. Vergari saw the 
need for some incentive to encourage 
properly qualified encoded items, or 
a penalty for those banks that do not 
comply. “For example,” he stated, 
“fully qualified items might be ac- 
cepted up to a very late hour, while 
non-qualified or improper items 
would have an early cut-off. Another 
approach would be to penalize im- 
proper items by giving them longer 
deferments for reserve credit pur- 
poses. An extreme measure might be 
to treat such non-qualified and non- 
encoded items as noncash collection 
items.”” However, the Reserve official 
added that the best solution to the 
problems will be cooperation. 


Floor Plan Financing 

The problems of audit and control 
of floor plan financing were discussed 
with remarkable conciseness by Ru- 
dolph A. Biborosch, vice-president of 
The First Pennsylvania Banking and 
Trust Company, Philadelphia. His 
remarks ran the gamut of the pur- 
poses behind this form of financing, 
dealer and factory distributor ar- 
rangements, advance and curtail- 
ment programs, internal control, 
audit procedure, ratio of retail of- 
ferings to wholesale, and finally, the 
selection of dealers. 

Prefacing his remarks by stating~ 
that returns from floor planning do 
not cover the risk undertaken, nor 
the costs of the detail involved in 
assuring a bank’s protection, Mr. 
Biborosch cited the importance of 
helping the dealer to a sound finan- 
cial position, and pointed to the prof- 
its from installment paper that a 
bank can expect from a well-defined 
floor planning arrangement. 
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Mr. Biborosch has several recom- 
mendations for a strong internal 
control program. Initially, he stated, 
the bank should spell out the condi- 
tions under which a floor plan ar- 
rangement is undertaken to the 
dealer so that there can be no misun- 
derstanding on the part of the dealer. 
The dealer should be apprised of the 
credit limits extended to him, and he 
must be made to realize that pro- 
ceeds from the sale of financed mer- 
chandise must be made immediately 
to the bank. 

Under the audit procedure, Mr. 
Biborosch stated, auditors should 
check the records of the consumer 
credit division of the bank monthly, 
in addition to making a periodic 
physical inspection on a dealer’s 
premises. Once each year, all whole 
floor plan accounts should be verified 
by direct confirmation with the deal- 
ers. This check would include, accord- 
ing to the speaker, a trial balance 
of ledger cards, confirmation of these 
ledger records with the dealers, a 
test check of notes against the ledger 
record, a test check of serial num- 
bers of merchandise on floor plan, in- 
spection of dealer files, a review of all 
documents between the bank and 
dealer, and finally, a test check of in- 
terest records. 


Auditing Under Automation 

“The greatest audit requirement 
in the coming era of electronic data 
processing will continue in those 
areas of human efforts,” was an im- 
portant part of an address on “How 
to Audit Under Automation.” For 
the speaker, Edward T. Shipley, con- 
troller and auditor of the Wachovia 
Bank and Trust Company, Winston- 
Salem, North Carolina, the hard- 
ware of automation systems should 
be viewed as a friend of the auditor, 
and not regarded as a further head- 
ache to his job. 

The speaker underlined the impor- 
tance of the auditing role in automa- 
tion, stating the fantastic speeds of 
the computers will permit a com- 
pounding of errors at a frightening 
rate if such errors are permitted to 
creep into the system. The auditor’s 
knowledge of the need for maximum 
production and effective controls will 
guide his thinking, thus making him 
a primary member of the computer 
team, he stated. 

In the five components of the mod- 
ern day computer system, the speaker 
regarded the input area as the most 
critical, and the proper programming 
of the equipment as one of the most 
serious responsibilities of strong au- 
dit control. He also stressed the im- 
portance of the fifth or “control” area 
of a computer system where manage- 
ment must be assured that the re- 
sults indicated by the end product of 
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the computer work relate directly to 
the data received originally in the 
data processing center. 

“If the auditor will accept this 
equipment as a new and modern tool 
designed to provide him a greater de- 
gree of efficiency, we will probably 
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make it perform in that manner,” 
Mr. Shipley said. 


Developing Work Standards 

As a result of NABAC Research 
Institute studies to determine in- 
dustry-wide performance standards, 
American banks are now in a posi- 
tion to make really meaningful anal- 
yses of their operations systems to 
determine their efficiency. 

In so stating, Richard A. Byerly, 
Institute director, called such time 
standards “necessary building 
blocks” for the individual bank, in 
methods studies ranging from sim- 
plification of existing systems to con- 
sideration of advanced automation. 

In commenting on the basic stand- 
ards created by the Research Insti- 
tute, Byerly explained: “In both the 
dual and single posting studies which 
we have completed, we looked at 
nearly 700 personnel in action. In 
the single posting study alone, 30,000 
self-log observations were compiled 
(these were verified by another 3,000 
stopwatch observations by Institute 
personnel), and we identified 125 op- 
erations.” Standards were estab- 
lished for all variations in sorting, 
check examining, posting, micro- 
filming, filing, trial balances, meth- 
ods of control and proofing. 


New Facts for Management 

How the NABAC Research Insti- 
tute program is providing guides to 
more profitable and efficient banking 
was further covered by Dr. F. Byers 
Miller, executive director of the as- 
sociation, in an illustrated talk but- 
tressed with slide presentations of 
some of the study findings to date. 

While much current attention is 
now focused on the prospect of re- 
placing people with automated equip- 
ment, Dr. Miller cited another ap- 
proach to controlling wage costs— 
that of improving the operational 
efficiency of the staff—and he ex- 
plained how the new time perform- 
ance standards established by the In- 
stitute can be utilized to pinpoint 
areas where improvement is needed. 

On the screen, Dr. Miller showed 
charted variations in efficiency for 
five operators in the alphabetical 
rough sort of checks, over a period 
of one month. A heavy horizontal line 
represented the standard time of 2.19 
seconds per item as established from 
a careful measurement of hundreds 
of operators throughout the country. 
Parallel lines on either side of the 
standard line represented the aver- 
age deviation from standard by all 
operators studied; approximately 68 
per cent of all times for all operators 
studied fell within the two average 
deviation lines. 

The slide traced the performance 
of the five operators over the month, 





in relation to the standard. In the 
example, one operator showed an in- 
consistent high and low performance, 
and Dr. Miller noted: “Obviously she 
can do a good job but too often she 
doesn’t. There is a chance that she 
is not challenged sufficiently by the 
task and may have talents that could 
warrant a job of greater responsi- 
bility for the bank.” 

Stating that all of the studies to 
date have indicated that the sorting 
function is the most fertile field for 
savings in the entire bank bookkeep- 
ing operation, Dr. Miller announced 
that the Institute now has under way 
a study involving controlled experi- 
ments on sorting methods and de- 
vices. It is also engaged, he said, in a 
study of the proof and transit opera- 
tions and some equipment evalua- 
tions. 


Off-Line Accounting 


The benefits of “‘off-line’’ account- 
ing for savings and mortgage ac- 
count work were briefly outlined 
by Leonard P. Chamberlain, vice- 
president of The Provident Institu- 
tion for Savings, Boston. The speak- 
er discussed areas of possible cost 
reductions in off-line systems, but his 
major message was to get bankers to 
think about establishing data proc- 
essing centers on a cooperative basis. 

Mr. Chamberlain explained the 
posting system in use at his bank, 
and the plan, in itself, is rather un- 
usual. In a savings transaction, a 
window bookkeeping machine com- 
pletes the customer’s passbook and 
prints the transaction on a journal. 
Simultaneously a punched tape rec- 
ord of the transaction is made on 
equipment in the back office book- 
keeping department for delayed post- 
ing work. Innovations in the window 
posting include television transmis- 
sion of signature record cards and 
account ledgers from these separate 
departments in the bank. Thus a 
teller, by indexing the account num- 
ber on a modified adding machine, is 
immediately shown the customer’s 
signature and also the account bal- 
ance before posting the account at 
the window. 

The bank has also planned its ex- 
isting system around the future in- 
stallation of a computer, a step which 
the bank now finds too costly. The 
bank, however, is continuing its own 
studies of various computers as it 
investigates the area of centralized 
computer centers, the speaker con- 
tinued. 

At the present time, the bank is 
cooperating with a second bank on 
mortgage accounting, and is pleased 
with the success of this initial pro- 
gram, Mr. Chamberlain stated. Mean- 
while, bank management has taken 
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an active part in a study committee 
made up of Massachusetts savings 
bankers to establish requirements 
for central data processing centers. 


“On Line” Computers 

The advantages and disadvan- 
tages of “on-line” computers were 
reported in an address given by Ever- 
ett J. Livesey, president of The Dime 
Savings Bank of Brooklyn. 

The on-line computer system dif- 
fers from the “off-line” system in 
that the teller window machines are 
an integral part of the computer in- 
stallation, according to the speaker. 
On the off-line program, the pass 
book is posted at the window and 
later, punched tapes, punched cards 
or some other input device introduces 
the posting media to the computer. 

On the advantage side, Mr. Live- 
sey reported that an on-line computer 
system for savings and mortgage ac- 
counts would provide great speed 
and accuracy, relieving tellers of 
strain and pressure, and expediting 
service to the public. “The on-line 
system also releases costly floor 
space, and permits flexibility of lay- 
out,” he added. 

Disadvantages listed included the 
high cost of rental or purchase, the 
peripheral equipment necessary, the 
high cost of labor to service such a 
system, the inability to handle ex- 
ceptions efficiently, and the lack of 
visible records. “Down” time may 
also be a factor to consider in study- 
ing the cost of such a system. 

While admitting to the high cost 
of computer installation, the speaker 
asked his audience to think in terms 
of bank operations over the next 10 
years when a computer could stabil- 
ize capital expenditures and person- 
nel requirements at close to present 
levels. Computers will enable banks 
to build branch offices at lower costs 
because of savings in space, the 
speaker stated. Another benefit of a 
computer installation, in Mr. Live- 
sey’s thinking, would be the value of 
receiving timely reports that permit 
decision making based on live facts. 


Instant Money, Credit 

The combining and modifying of 
two new credit plans at The Citizens 
and Southern National Bank, At- 
lanta, Georgia, is a real step in the 
direction of true retail banking, ac- 
cording to Paul M. Welch, vice-presi- 
dent of the bank. Under an Instant 
Money program, the bank has estab- 
lished credit for its customers that 
encompasses the features of both 
charge account banking and check 
credit. 

A customer approved for a line of 
credit at the bank can either use his 
bank credit card to make purchases 
from participating merchants, or he 
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may obtain the money he needs im- 
mediately on the same charge card at 
the bank, the speaker explained. 
Early experience with the new pro- 
gram has convinced bank manage- 
ment that this is the first giant step 
to broadened bank services since the 
advent of instalment lending. 

“Few bankers do a selling job,” 
Mr. Welch asserted. “Few have the 
confidence of their own customers to 
the degree that the customers are 
aware of such an availability of 
credit—let alone their ability to ob- 
tain it.” The line of credit approved 
to the individual is not new, the 
speaker furthered. It is only the ap- 
proaches that are somewhat differ- 
ent, and the extent to which the bank 
has taken a realistic view of the cus- 
tomer’s actual needs. 

Mr. Welch admitted that the es- 
tablishment of the bank’s overall pro- 
gram was expensive, but pointed to 
the success of the plan over the past 
six months as an indication of how 
quickly customers were seizing upon 
this banking service. “We’re not even 
off the ground,” he stated. “Our po- 
tential is somewhere near 300,000 
accounts. Our billings have reached 
only 18,000 accounts per month and 
$2,130,000.” 

Early indications have assured the 
bank that a break-even point on the 
program will be reached rapidly. 
“Our brain trusts tell us we can do 
it with a sustained volume of $1 mil- 
lion and outstandings of $4.5 million, 
which we think we will reach by De- 
cember 31,” he added. 


Charge Account Banking 


The case for charge account bank- 
ing plans was stressed by Charles 
H. Landrain, assistant cashier at 
the Plainfield Trust State National 
Bank, Plainfield, New Jersey. 

After briefing his audience on the 
relatively short history of charge ac- 
count banking, the speaker admitted 
that only 130, or less than one per 
cent of the country’s banks have 
adopted this new system in which 
the bank assumes the credit investi- 
gation and collection work for par- 
ticipating merchants. But he stated 
that the program will be a success 
because it serves the consumer, the 
merchant, and the bank. 

It brings convenience to the cus- 
tomer, it increases sales and reduces 
operating costs for the merchants, 
and it spells profits to the bank, he 
continued. 

In addition to the profit mo- 
tive, Mr. Landrain stated, benefits 
of charge account banking include 
bringing the bank into a much closer 
contact with local merchants, and 
the bank enjoys a much closer con- 
tact with thousands of customers. 
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3 units in one. Outgoing Envelope. 

Delinquent Notice and Return Enve- 
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CURTISEE MAILERS are delivered fold- 

ed and sealed, ready for addressing. 

© You save collating, folding and 
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@ The handy Return Envelope invites 
immediate action. 

@ Can be mailed at low third-class 
postage rates. 
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Clip this coupon to your letterhead. 
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A FAVORABLE EXECUTIVE IMAGE projects a favorable company image. 
Stow ¢> Davis furniture makes a valid contribution 


to the image of executive competence. A pleasing one, too! 3 


stows davis 


GRAND RAPIDS 2, MICHIGAN 


MANUFACTURER MEMBER EXECUTIVE FURNITURE GUILD OF AMERICA 


EXECUTIVE 
FORNITURE 


Guild 


AMERICA 


* It will be a pleasure to send you our attractive brochure. Please write 23 Summer Ave., N. W., Grand Rapids 2, Michigan 














VIA BANK OF AMERICA 
TRAVELERS CHEQUES 


money only you can spend 


B of A Travelers Cheques are the largest selling, most 
widely advertised bank cheque in existence. Sellers re- 
ceive 23% more commission over non-bank cheques. 
And, the world-wide acceptability and quick claim serv- 
ice of Bank of America Travelers Cheques means more 
satisfied customers— more repeat business for you! 





